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By ROBERT B. MITCHELL 


EW YORK—The New York de- 
ent will hold a hearing Oct. 21 
itt New York City office for the 
efit of the many New York-li- 
ed companies writing the guaran- 
insurability option. Nearly all 
se companies oppose ‘the depart- 
nts July 23 directive withdrawing 
roval of guaranteed insurability 
ers that have suicide and incon- 
table clauses running from _ the 
tes the additional coverage is issued, 
ther than from the issue date of the 
iginal policy. 

The department now takes the posi- 
n that suicide and incontestable 
uses can run only from the date of 
e underlying policy, although the 


cs 


directive would not interfere with. the 
right of a company, in case of a lapse 
and reinstatement, to start the incon- 
testable period anew on reinstate- 
ment, with respect to statements made 
in getting the company to reinstate the 
policy. 


Originally Set For Oct. 7 


The hearing was originally set for 
Oct. 7 but was postponed at the re- 
quest of companies wishing to assem- 
ble additional information. 

The department’s ruling announced 
in the July 23 directive was based on 
an opinion of its chief counsel, of which 
it quoted the following as its sub- 
stance: 

“An agreement granting an insured 
the option to purchase additional in- 


suicide Clause In Buy-Later Option 


surance is merely an agreement to in- 
sure the insurability of the policy- 
holder which, as such, adds to the 
coverage of the basic policy and is, 
therefore, subject to the incontestable 
clause and the suicide clause therein. 
The periods in the aforementioned 
clause, therefore, run only from the 
date of issue of the policy and, in the 
case of the incontestable clause, the 
period runs from the date of rein- 
statement, if any, and it does not run 
anew at such future date (the insur- 
ance is increased through the exercise 
of an option).” 

“It is the department’s opinion,” the 
July 23 directive continued, “that all 
forms containing a provision relating to 
granting the insured the right to pur- 

(CONTINUED ON PAGE 9) 





















Commissioner Horn 


ccused In Ala. Suit 
MONTGOMERY—James A. Horn, 
ho was insurance superintendent of 
abama during the Folsom admini- 
ation, and several others are accused 
acomplaint in the circuit court here 
ith “gross mismanagement and neg- 
ct” in connection with the operation 
Southern United Life and Southern 
nited, Inc., a holding company, both 
Montgomery. The complaint is part 
a suit seeking to oust the directors 
d officers who served both com- 
nies and hold them liable to South- 
United Life for $691,848. 

The suit was filed on behalf of W. 
lyde Jennings, former chairman of 
uthern United Life, now living in 
iami. He said when he found out what 
as going on, he resigned immediate- 
as chairman. He still holds a large 
ock of stock. 


er Charges Cited 


Among other things, Mr. Horn is 
harged in the complaint with “engi- 
fering,” while he was acting as insur- 
Ace superintendent, one of the things 
nh which the complaint bases charges 
“gross mismanagement and neglect.” 
ifter Mr. Horn’s term as insurance 
tt expired, he became 
ce-president of Southern United Life 
. a salary of $12,000 according to the 
Dmplaint. 

Papers in the Jennings suit state that 
he complainant has filed the action 
n behalf of himself and other stock- 
plders to protect the value of their 
pldings in Southern United Life. 


oe To Open 


Management Class Oct. 13 

Inter-Ocean will open the first of 
S Management training seminars for 
eneral agents Oct. 13 at St. Peters- 
urg. Presiding at the 2-week course 
ill be R. W. Angert, sales vice-pres- 
rent; T. J. Smart, underwriting vice- 
resident; Kenneth J. Owens, training 
rector; Earl J. Lewis, A&H and or- 
hary life sales manager, and Taylor 
k, agency secretary. 














TAKES NALU GROUP POST 


Fluegelman Hints 
‘Other Solutions’ 
If Insurers Lag 


NEW YORK—Accepting the chair- 
manship of the NALU group insur- 
ance committee— 
of which he was 
the first chairman 
when it was form- 
ed in 1952—Gen- 
eral Agent David 
B. Fluegelman of 
Connecticut Mutu- 
al at New York 
made it clear that 
“if the companies 
will not work with 
our group insur- 
ance comm‘ttee we 
will be forced to 
find solutions without the benefit of 
their advice and help.” 

“The continuing abuses in high 
limits of group, especially where writ- 
ten without any regard to the propor- 
tion between the amounts on the 
owners or highly paid employes of 
businesses compared with amounts 

(CONTINUED ON PAGE 25) 








D. B. Fluegelman 


V. J. Skutt To Keynote 
HIA Individual Forum 


V. J. Skutt, president of Health 
Insurance Assn. and president of 
Mutual of Omaha, will be the keynote 
speaker at HIA’s individual insurance 
forum, Nov. 16-18, at the Biltmore 
Hotel, New York. 

Program of the forum will include 
two panel discussions and 43 workshop 
sessions on seven subjects. There will 
be five workshops each on substand- 
ard, senior citizens and major medical; 
10 underwriting case clinics and four 
claims case clinics, and seven work- 
shops each on medical impairments 
and underwriting techniques. 


North Carolina Credit 
A&S Hearing Is Postponed 


Commissioner Gold of North Caro- 
lina has changed the date of a public 
hearing to review experience on credit 
A&S coverage sold in conjunction 
with small loans. The hearing, origin- 
ally scheduled for Oct. 19, is postponed 
to Oct. 26 because attorneys for one 
company and for Credit Accident & 
Health Insurance Rating Bureau noti- 
fied the commissioner they had pre- 
vious engagements for the 19th. 

Commissioner Gold has told the 
companies he wants them to show 
cause why rates should not be reduced. 


Hearing Oct. 15 On 
Proposed Variable 
Annuity Regulation 


N. J. Commissioner Issues 
Draft Covering Balance, 
Illustrations, Divestment 


TRENTON—How variable annuity 
insurers are to underwrite to keep 
buyers from overloading with variable 
contracts, how securities that turn out 
unsatisfactory are to be disposed of 
and a prohibition on the use of past 
experience in illustrations of benefits 
in variable contracts are spelled out 
in the New Jersey department’s pro- 
posed variable annuity regulation 
which is due to become effective Nov. 1. 

Commissioner Howell has sent to 
all New Jersey licensed life companies 
copies of the draft regulation and a 
notice that a hearing will be held on 
it at the State House Annex in Tren- 
ton at 10:30 a.m. Oct. 15. 


Regulation Is Short 


The regulation is quite short, run- 
ning only three double spaced type- 
written pages. So short a regulation is 
adequate largely because chapter 122 
of the laws of 1959 specifies quite 
precisely what the companies issuing 
variable contracts are supposed to do 
and not do. 

The matter of proper balance be- 
tween an annuity buyer’s fixed-dollar 
investments and his  variable-dollar 
investments has been a controversial 
point, not as to the desirability of 
balance but how it can best be 
achieved without undue cumbersome- 
ness. 


Responsibility Is On Company 


Chapter 122 says that the commis- 
sioner shall disapprove or withdraw 
approval of any variable contract “if 

. such contracts are being used in 
disregard of reasonable regulations 
which shall be promulgated by the 
commissioner of banking and insur- 
ance relating to the conditions which 
must be met at time of issue of an 
individual contract on a basis for 
balance whereby (a) provision made 
for income payable in predetermined 

(CONTINUED ON PAGE 27) 








Merrill R. Tabor, vice-president and 
secretary of Berkshire Life, standing, 
takes his turn at bat during the panel 
discussion, “The Latest Word—Some 
Thoughts About Our Business,” at 
LOMA’s annual conference at Chicago. 
Other members of the panel are, from 





left, Loflin E. Harwood, director of 
public relations of Southland Life; Les- 
lie O. Copeland, executive vice-presi- 
dent of North American Life of Chica- 
go; Sherwin C. Badger, vice-president 
of New England Life; Mr. Tabor; Rob- 
ert C. Perry, Ist vice-president of State 


Farm Life and panel moderator; David 
G. Scott, lst vice-president and actuary 
of Continental Assurance; Paul A. Nor- 
ton, vice-president of New York Life, 
and Henry F. Rood, senior vice-presi- 
dent of Lincoln National Life. 
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North America Maps Program To 
Attain Complete One Stop Selling 


By JOHN N. COSGROVE 


Associate editor The National Under- 
writer Fire and Casualty edition. 


Family security through one-stop 
buying sums up North America’s mar- 
keting goal. This year, for the first 
time, the three group companies are 
participating in a coordinated ad- 
vertising, sales and public relations 
effort—the “Spotlight” program. 
Dramatizes Agent’s Role 

This dramatizes the role of INA’s 
agents in safeguarding families, em- 
phasizes the availability of all lines 
through the group, and highlights the 
team effort of fire, casualty and life 
men in the service offices in the over- 
all undertaking. 

The campaign will come to a climax 
with the third conference on family 
next January. Both agents and field 


happiness and security at Disneyland 
personnel and their families will at- 
tend. A trip to Disneyland is not a 
haphazard choice of reward for pro- 
ducers and company personnel. The 
site was shrewdly chosen as the sym- 
bol of all that is wholesome in Amer- 
ican life. By tying its sales program 
to the image of happiness created by 
Walt Disney, INA _ underscores its 
concentration on providing the secur- 
ity which families must have as the 
basis of carefree living. 

Agents qualify for attendance by 
the sale of eligible policies—homeown- 
ers and tenants written through North 
America, all individual personal A&S 
policies written for not less than one 
year through the indemnity company 
and all individual life and A&S pol- 
icies placed in the life company. Pol- 
icies must be written during the pro- 


duction period from Sept. 1 through 
Nov. 30. 

Selection of agents to attend the 
conference is made at random through 
drawing of cards completed by agents 
on the sale of eligible lines. The con- 
test, therefore, is not based directly 
on volume of production, but, nat- 
urally, the agent with the most cards 
has the greater chance of being picked. 
To qualify for selection, agents had 
to be enrolled from July 1 to Aug. 31 
and had to submit 10 qualification 
cards in any combination of the el- 
igible policies. Selection of company 
personnel and their families is made 
from the 20 top performing service 
offices. 

In stimulating, encouraging and aid- 
ing its producers to do one stop selling, 
the group has realistically analyzed 


(CONTINUED ON PAGE 16) 





John Hancock Reduces 
Group Annuity Rates; 


Lowest In 15 Years 


John Hancock has reduced group 
annuity rates to their lowest point in 
15 years. The reduction has_ been 
brought about by an improvement in 
the interest factor for the major group 
annuity coverages. The factor ranges 
from 3% to 3%% depending on the 
plan. 

Victor A. Lutnicki, vice-president, 
said that three factors, which over- 
balance the effect of the lengthening 
life span, made the improved rates 
possible—elimination of federal in- 
come taxes on the investment of in- 
sured pension plan reserves; opera- 
tional innovations including increased 
automation and gains in investment 
yields. 

John Hancock has also introduced a 
new pension contract which is a com- 
bination of pension administration for 
the active life fund with the annuity 
purchase arrangements after retire- 
ment based on deposit administration 
procedures. 


Other Features 


Liberalized underwriting rules in- 
clude a reduction of the advance elec- 
tion period for the contingent annui- 
tant option. Maximum annuity limita- 
tions have been removed, and mini- 
mum and maximum funding limits 
for employer contributions on deposit 
administration business have been 
geared to Treasury Department tax 
deduction limits. In addition, mini- 
mum size limits have been reduced 
for fund type plans. 

Other features of Hancock’s new 
program include modifications of group 
annuity experience rating techniques 
to give more direct recognition to the 
yield on investment at the time premi- 
ums are received. 

Improvement has also been made in 
commission schedules by the addition 
of a service fee, payable concurrently 
with the regular commission to writ- 
ing agents acting as pension special- 
ists on their business. Actuarial fees 
for pension actuaries on fund-type 
business are also provided. 


Old Equity Life of Evanston has been 
icensed in Indiana. 
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Trustees and officers of American College, seated, are Paul F. Clark, chairman 
of John Hancock, vice-chairman of the board; Lillian G. Hogue, New York Life, 
Detroit; Julian S. Myrick, chairman; Dr. S. S. Huebner, president emeritus; 
and Davis W. Gregg, president. Standing, from left, are William H. Andrews 
Jr., Jefferson Standard, Greensboro, N. C.; Robert Dechert, counsel of Ameri- 
can College; and E. A. Frerichs, vice-president Security Mutual of Nebraska 
and President of LIAMA. Trustees Hogue, Dechert and Frerichs were elected 
at board’s annual meeting at Philadelphia during the NALU convention, along 
with E. J. Faulkner, president of Woodmen A.&L., and Henry A. Kirsch, Aetna 


Life, Detroit, who are not shown. 





Cosmopolitan Life, 
Cherokee Merger 
Gets Approval 


Stockholders and the court have 
given approval to the proposed stock 
exchange between Cosmopolitan Life 
and Cherokee of Nashville. The 4% 
Cosmopolitan for one Cherokee trade 
will result in Cosmopolitan becoming 
the subsidiary of Cherokee. Cosmopoli- 
tan will be merged into the heretofore 
inactive Cherokee Life, another Chero- 
kee affiliate. 

Immediately before the stockholder 
vote, H. W. Durham, who founded Cos- 
mopolitan in 1923 and was its ehief 
executive officer until 1955, resigned 
as a director in protest against the rate 
of exchange. He said a ratio of 344 to 
one would be more equitable. 

Ten Cosmopolitan stockholders in 
Chicago attempted to enjoin the stock- 
holder meeting, alleging that Justin 
Potter, chairman, and David K. Wilson, 
his son-in-law and president of both 
companies, were scheming to gain ac- 
tual control of both insurers. The 
Potter-Wilson interests own 51% of 
Cherokee and about 21% of Cosmo- 


New Florida Handbook 
Is Published 


A new Underwriters Handbook of 
Florida has just been published by 
the National Underwriter Co. It 
provides complete and up-to-date 
information on the agencies, compa- 
nies, field men, general agents, 
groups and other organizations af- 
filiated with insurance throughout 
the state. Copies of the new Florida 
handbook may be obtained from the 
National Underwriter Co. at 420 East 
Fourth Street, Cincinnati 2, Ohio. 
Price $12.50 each. 











politan Life. 

Another stockholder, from Birming- 
ham, also asked for an injunction after 
the original suit was filed and these 
two suits were consolidated. It was 
charged that the directors of Cosmo- 
politan Life failed to give stockholders 
enough information when they asked 
for their proxy votes on the merger. 
The court turned down the injunction 
petition. 

The attorney for Cosmopolitan said 
77% of that company’s stock was voted 
for the merger. 


October 10, Bich 


Life Insurance Sale 
Across U. S.-Cana 
Border Very Active 


Canada and the United g 
whose nationals are the best jp 
peoples in the world, with Canag 
slightly ahead, do a thriving life 
surance business across their , 
mon border, according to Instity 
Life Insurance. 

Figures for 1958 recently com) 
by Canadian Life Officers Assy 
Institute of Life Insurance show 
12 Canadian life companies ,; 
business in the United State 
possessions received premium in 
of $207.3 million from such bys 
last year while 37 United 
companies took in $200.2 million ; 
Canada. 

These figures, however, inclu& 
nuity premiums, which amounted 
year to $47.5 million for Can, 
life companies operating in the Uy 
States and only $9.3 million for j 
ed States companies doing busined 
Canada. 

This imbalance more than off 
$31.1 million lead the United 
had over Canada in trans-border 
insurance premiums in 1958~$1 
million against $159.8 million. 


U. S. Companies Led 


In cumulative terms, too, the 
companies led. At the end of } 
U.S. companies had $10,725,000,00 
life insurance in force in Canada, « 
pared with $7,230,000,000. 

Purchases of ordinary life ing 
ance by Canadians from USS. con 
nies last year came to $1,241,000 
or more than one and one-half ti 
the $759 million that Americans » 
chased from Canadian insurers. 

The same ratio, one and one- 
to one, applied to total life insura 
purchases last year, with group : 
industrial policies included. The to 
were $1,542,000,000 and $1,007,000; 
in favor of the U.S. companies. Th 
was a 19% rise in 1958 for the ( 
nadian companies compared with 
7% decline for the U.S. companies. 


Adlai E. Stevenson 1s 
Speak At Institute Of 
Life Insurance Annud 


Adlai E. Stevenson, former g0 
nor of Illinois and twice a candié 
for President of the United St 
will be the luncheon speaker at 
annual meeting of Institute of 
Insurance at the Waldorf-Asi 
Hotel in New York, Dec. 8. 


Based On Public Service 


Mr. Stevenson’s discussion will 
based on a broad background of p 
lic service. A world traveler at 
trustee or director of several corp 
tions and philanthropic and ed 
tional organizations, he has long ° 
an astute observer and reporter of 
cial and economic trends, not 0 
within the United States, but 0 
world-wide scale as well. 


Gulf States Life, Union 


National Plan To Merge | 

The directors of Gulf States Life 
Birmingham and Union National 
of Atlanta have agreed on a me 
plan. Gulf States Life will be the § 
viving company, if the merger? 
posal is approved by stockholders 
both companies. 
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riving life New Commercial Translator can save you more than 50% of your programming cost. 
rs pn All automatic programming for the tasks of data processing has one common 
' goal—a universal language that would eliminate all problems of conversion. Toward 
ently comp this goal IBM has contributed many major milestones. To name just a few: 
ers Assn, 1955 SOAP*—first widely used automatic programming system 
me. 1956 AUTOCODER—broadened the scope of automatic programming and 
d States paved the way for hundreds of generalized routines 
emium ing 1957 FORTRAN—a contraction of FORmula TRANslator—makes possible the 
er, ’ swift translation of mathematical and scientific formulae to computer language. 
2 million Now, with the introduction of Commercial Translator, IBM takes the longest 
step yet toward the ideal of the universal machine language. With this 
-r, include significant advance, IBM bridges the gap between business and computer 
amounted languages. Programs that might have taken highly trained experts 
| ~ Pai months to prepare can now be written in a matter of days, even by 
lion for U people with little programming experience. For complete 
ng busines details, call your IBM representative. Let him show you how 
themed | Commercial Translator protects your programming investment. 
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L. D. Ramsey (right), vice-president 
of Business Men’s Assurance, receives 
a 50-year service emblem from Presi- 
dent J. C. Higdon at an anniversary 
luncheon. The diamond pin recogniz- 
ing his golden anniversary with the 
company was the first such ever pre- 
sented by B.M.A. Mr. Ramsey started 
with B.M.A. just two months after the 
company’s organization in 1909. 


































You can get on the move... to the top... with 
a company that’s “‘on the move” . . . Postal Life. 
Here are just five Postal Life features to help 
you get to the top... in a hurry. 


1. UNLIMITED OPPORTUNITIES 

There are no limits on your future at Postal Life. 
You go as far as you want ... as high as you want 
... a§ fast as you want. It’s all up to you! 


2. LIFE, ACCIDENT, SICKNESS , HOSPITALIZATION 


To get to the top in a hurry .. . you need every 
tool available. Postal Life gives you these tools by 
handling a full line. This means whatever your 
clients’ needs . . . you can fill those needs... . 
with Postal Life policies. 


3. COMPLETE TRAINING 

Postal Life gives you full training to prepare you 
for almost every situation you will meet in 
dealing with your clients. It’s like getting an extra 
push to the top. 


4. AN ESTABLISHED COMPANY 

Not too big . . . you don’t get lost in the 
shuffle, Not too small . . . you don’t have to worry 
with Postal Life backing you. 

5. LIBERAL CONTRACTS 

At Postal Life the agent receives top commissions 
because Postal Life knows that the key man 

in insurance is you... the agent. 

These are only five of the many ways Postal Life 
assures YOU a more profitable future. For full 
details write C. M. Mitchell, Vice-President and 
Superintendent of Agents. 


POSTAL LIFE 


& Casualty Insurance Company 


612 West 47th Street, Kansas City, Missouri 


Edward R. Robie, 2nd vice-president 
and personnel director of Equitable 
Society, left, receives New York City’s 
Handel festival award from Mayor 
Robert F. Wagner on behalf of the 
Equitable chora! club. The award was 
made to the 46-member group in recog- 
nition of its cooperation in the Handel 
festival, its contribution to the city’s 
cultural life and its frequent appear- 
ances at hospital and charitable insti- 
tutions. 
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Officers of Dal- 
las Assn. of Life 
Underwriters who 
were hosts to the 
Southwest- 
ern Management 
Conference at Dal- 
las: From left, 
Raymond Camp- 
bell, Massachusetts 
Mutual, president; 
K. C. Wright, Jef- 
ferson Standard, 
treasurer; Karl B. 
Couchman, Metro- 
Politan, vice-presi- 





gent, and M. P. Massard, Connecticut Mutual, vice- 
Fergason, Fergason Personnel, Chicago. 





with 
Connecticut Mu- 
and George Treadway, 


James Ross, Illinois deputy, 
Chester Wardwell, 
tual, Peoria, 
New York Life, Peoria, leaving the 


Bellevue Stratford after attending 


the NALU convention. 





Between sessions at the NALU meet- 
ing in Philadelphia: Walter Holm Jr. 
(left), Connecticut Mutual, Providence; 
Howard Chader, superintendent of 
agencies of John Hancock, and Horace 
R. Smith, assistant agency vice-presi- 
dent of Connecticut Mutual. 





Boston Actuaries To Cover 


New Life Company Tax Law 


A discussion of problems created by 
the new life company federal income 
tax law will take place at the meeting 
of Actuaries Club of Boston, Oct. 16, 
at the Harvard Club. John Macarchuk, 
State Mutual Life, is chairman of the 
meeting. 

Other discussion topics will be with- 
drawal rates, 1958 CSO table, early 
high cash value policies, group insur- 
ance and settlement option mortality. 


Aloysius J. Maickel, former deputy 
superintendent of New York depart- 
ment, has resumed private practice of 
law with the firm of Danahy & Delaney 
at 44 Court Streef, Brooklyn. He will 
specialize in legal problems affecting 
the insurance business. 

The name of C. Clark Bryan, assist- 
ant general counsel American Life 
Convention, was inadvertently omitted 
last week in the report on the ALC Le- 
gal Section program to be held at the 
annual meeting next week. Mr. Bryan 
will give a review of life insurance liti- 
gation. 
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C. W. Faulkner, 2nd vice-presiden 
and superintendent of agencies of 
Woodmen Accident & Life, presents t) 
his son the policy that marks for the 
company $200 million of life in foree. 
Mr. Faulkner is the grandson of th 
founder of Woodmen Accident & Life, 









Head table dignitaries at Monday’ 
luncheon during the NALU convention: 
William G. Pierce, Fidelity Mutual 
president of the Philadelphia associ 
tion, and Arlene Weitzel, New Yor 
Life, Burlington, Vt., incoming chair. 
man of the Women Leaders Rou 
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Dineen Discusses 
Junior Executive 
fraining Programs 


The biggest change in today’s busi- 
ress structure lies in the gradual dis- 
appearance of the 
one-man organiza~- 
tin, Robert E. 
Dineen, vice-pres- 
ident Northwestern 
Mutual Life, told 
the LOMA annual 
rally. To be sure, 
the need for a top 
man continues. But 
today, the boss—at 
any level of the 
organization 
—_cheerfully ad- 
mits what he does 
not know and openly calls on under- 
studies to dig up the facts for him, he 








Robert E. Dineen 


d. 
* the old days, he recalled, the 
boss produced facts before his equals 
or superiors as though he had dug 
them up himself. The understudy was 
relegated to the back room. His only 
hope for recognition lay in the fact 
that, if the mortality tables held true, 
he would outlive the boss and possibly 
reach the peak by the seniority route. 

“Today the able young man sits in 
with management personnel at every 
level along with other young men of 
comparable age and experience. Each 
boss is proud to display his under- 
studies to everyone (except competi- 
tors) in the hope that he, too, can get 
some recognition but of a different 
sort—as a selector and developer of 
young men with potential,’ Mr. Dineen 
declared. 

Other changes have recently taken 
place in the development of young 
executives, according to Mr. Dineen. 
He noted that young people are 
moving around more within compa- 
nies. There is much less tendency to 
keep them glued to a single division 
or department, he said. “As a conse- 
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Monday’ 
nvention: 
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ng chair. 
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Everett H. Lane, 
Life, the outgoing LOMA president, 
with M. R. Tabor, Berkshire Life, 
new vice-president, and Morgan S. 
pees of Excelsior Life of Toron- 


Boston Mutual 





: Richard H. Par- 
ish, Security Mu- 
tual Life; Robert 
Savage, Wisconsin 
National Life; 
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Charles H. Bad- 
er, Interstate Life 
& Casualty, newly 
elected president 
of LOMA, with 
W. B. Wallace of 
Volunteer State 
Life, and Mrs. 
Bader and Mrs. 
Wallace. 


quence, they have a broader outlook 
earlier in the game.” 

Young people also become exposed 
to community and civic activities 
earlier in their careers, the speaker 
observed. The tendency to stay buried 
civic-wise in a big company until an 
executive reaches the top is ending, 


he said. Referring to formal manage- © 


ment training programs, he noted that 
most managements now combine these 
formal arrangements with informal 
“learn by doing-it-yourself” programs. 

“At Northwestern we do both .Each 
has its place. We like formal pro- 
grams but we also share the view of 
the Ford Motor company that there 
is no substitute for knowledge and 





T. Loyal Anderson of Federal Life of 
Chicago with the new vice-president 
of LOMA, Merrill R. Tabor of Berk- 
shire Life. 


experience acquired the hard way— 
in the day-to-day performance of du- 
ties. In our company, competency dis- 
played on specific assignments within 
a division -or section of the company 
will not go unnoticed or unrewarded.” 

He warned that it would be dan- 
gerous for a company to provide ve- 
hicles for the development of per- 
sonnel and then not give people full 


opportunity to use them. Nothing can 


be more damaging to morale than a 
belief that these aids to advance- 
ment are available only to the chosen‘ 
few, he stated. ; 

“At Northwestern, we want every 
employe—irrespective of his status or 
the degree of his formal education— 
irrespective as to whether he has 
reached the junior executive level or 
hopes to reach it—to know that all 
of the educational and training facili- 


(CONTINUED ON PAGE 26) 
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Roy A. MacDonald, managing direc- 
tor of LOMA, with D. M. Key of Na- 
tionwide Life and A. W. Webb of 
Shenandoah Life. 
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ROOD AT LOMA RALLY: 





New Federal Law 
Is ‘Basic Pattern’ 
For Life Companies 


A challenging task of interpreting 
the new federal tax law and conducting 
business so as to 
minimize the tax 
burdens under it 
confronts man- 
agers of life insur- 
ance companies, 
Henry F._ Rood, 
senior vice-presi- 
dent Lincoln Na- 
tional Life, told the 
annual meeting of 
Life Office Man- 
agement Assn. at a 
panel session. He 
called many pro- 
visions of the new law “a _ distinct 
improvement” over previous legisla- 
tion. 

“I also believe that the law con- 

(CONTINUED ON PAGE 26) 
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Comparable year-to-date figures continue to show that 
Central Life’s sales consistently run well ahead of the life 
insurance industry as a whole. There are several reasons 
why this is so—and Central Life agents agree that an 
important one is true graduated premium cn all plans 
(except single premium). The quantity discount idea, first 
introduced in the United States by Central Life in 1955, 
is another example of the sales-minded leadership that’s 
making “One of the Best” one of the busiest, too! 


Cantal Life 


ASSURANCE COMPANY, 


Progressive and competitive, yes 
at the expense of financial security 


DES MOINES 6, IOWA 


. « Out not 


ASSETS | $168 Million 
SURPLUS | $14 Million 
INSURANCE | $575 Million 
IN FORCE 
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IT’S THE 


Follow-Through — i, 


THAT 


COUNTS! 


Ca 











National Travelers Life follows-through — all the way! We 
have the leads and we have the close. Our different approach 
includes colorful direct mail and fully illustrated 3 color 
brochures that sell with little effort. Sales are quickly closed 
—lost contact time is reduced to a minimum. All this plus 
National Travelers Life top commissions to agents and 


brokers. 





ational fravelers 
HOME OFFICE © DES MOINES, 


So that you will become 
familiar with our follow- 
through program, we'll send 
you this FREE GIFT—from 
our 50th state Hawaii — a 
living Hawaiian Palm Tree 
that will grow — asa 
house plant, and samples of 
our direct mail approach to 
selling the National Retire- 
ment Plan. 

Write Carl F. Woodmansee, V.P., 
National Travelers Life Company, 
Des Moines, lowa. 

This offer is good ONLY 
while the present supply of 
perishable live Hawaiian 
Palm Trees lasts. 
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Adon Smith I] Heads MDRT Foundation 





October 10, ip 





BOARD OF DIRECTORS of the Million Dollar Round Table Foundaty 
at its recent organization meeting at Philadelphia. Seated, from left, W. Franki 
Scarborough, New England Life, Ridley Park, Pa., vice-president; Adon \ 
Smith II, Northwestern Mutual, Charlotte, N.C., chairman of the 1959 Roy, 
Table and president of the foundation; William D. Davidson, Equitable Soci 
Chicago, 1958 MDRT chairman and secretary and treasurer of the foundatia; 
standing, Philip F. Howerton, Connecticut Mutual Life, Charlotte, N.C.; How 
D. Goldman, Northwestern Mutual Life, Richmond, and Arthur F. Priebe, Pen 
Mutual Life, Rockford, Ill., both of whom are past chairmen of the Round Ta} 
and R. Edwin Wood, Phoenix Mutual Life, San Francisco, a trustee of Nation 


Assn. of Life Underwriters. 


The board of directors of the Million 
Dollar Round Table Foundation held 
its organization meeting recently at 
Philadelphia and elected as president 
Adon N. Smith II, Northwestern Mu- 
tual Life, Charlotte, N.C., the 1959 
MDRT chairman; vice-president W. 
Franklin Scarborough, New England 
Life, Ridley Park, Pa.; secretary and 
treasurer William D. Davidson, Equit- 
able Society, Chicago, 1958 chairman; 
assistant secretary Harriet Preinitz, 
MDRT executive secretary; assistant 
treasurer Quaife M. Ward, MDRT ex- 
ecutive director. 

The board was elected at the Round 
Table’s annual meeting at Bal Har- 
bour, Fla., in June. Besides Messrs. 
Smith, Scarborough and Davidson its 
members are Howard D. Goldman, 
Northwestern Mutual, Richmond, a 
past chairman of the Round Table; 


thur F. Priebe, Penn Mutual Lif 
Rockford, Ill., a past chairman of th 
Round Table, and R. Edwin Wo 
Phoenix Mutual Life, San Francis 
a trustee of National Assn. of Lif 
Underwriters. 

At the foundation’s  organizatic 
meeting by-laws were adopted ay 
there was general discussion of po 
sible activities that might be unde 
taken, but formal action was deferrd 
until the board has had more time i 
collect information on which to bay 
a decision. Considerable informatio 
has been obtained on the work 
other foundations and that inform 
tion is under study. 

Twenty-two salesmen from 16 ages 
cies of Bankers Life of Iowa attended 
senior sales training school at the ho 
office Sept. 28 through Oct. 2. 


Connecticut school is the second in a series of 


Philip F. Howerton, 
. — Mutual Life, Charlotte, N. C.; Ar- offered the company’s salesmen. 
Interested in additional tax ieee 








savings for your clients? 


OUR SOLE BUSINESS IS THE PURCHASE 
OF MATURING ENDOWMENT AND 
RETIREMENT INCOME CONTRACTS 
MINIMUM PURCHASE $10,000 @ NO LIMIT 


and Service 


Over $1,250,000,000 


insurance in Force 
Over $230,000,000 
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The man from Travelers can cover all the bases 


There is a distinct advantage in representing The 
Travelers—the company that offers every kind of 
insurance a business or individual needs. For as a 
true multiple-line Travelers agent, he’s got all the 
bases covered. 


Today, approximately 100 basic types of insurance 
in nearly 1,000 different forms are issued by The 
Travelers Insurance Companies. This makes it pos- 
sible for The Travelers agent to sell any type of 


31 FAMILY IND Ep, 
%, 


insurance, and through only one home office. And 
he has a continent-wide claim service to support him. 


There are many advantages in being an agent for 
a multiple-line company. The best way to find out 
how much this can mean is to get in touch with The 
Travelers office nearest you. See what they have 
to say—learn how well Travelers agents are doing. 


Why not call or write today? 
iii 
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* Insurance Companies — 


HARTFORD 15, CONNECTICUT 


All forms of business and personal insurance including Life » Accident » Group « Fire « Marine « Automobile + Casualty + Bonds 





Lincoln National 
Sponsoring Seminar 
On New Tax Law 


Lincoln National Life this week is 
holding a one-day seminar in Fort 
Wayne to promote understanding of 
the new federal income tax law for 
life companies. The company is spon- 
soring the seminar as a service to of- 
ficers of other life companies, many 
of whom are its reinsurance clients. 
More than 450 officials from compa- 
nies located throughout the United 
States and Canada will attend. 

Walter O. Menge, president, will 
welcome the guests, and John Phelps, 
vice-president, will open and close the 
seminar. Walter W. Steffen, 2nd vice- 
president, is in charge of the arrange- 
ments for the seminar. 

The seminar will engage in the 
interpretation of the new tax law, and 
administrative problems _ resulting 
from the new measure will be dis- 
cussed. A panel composed of Lincoln 
National officials will be the feature 
of the seminar with Henry F. Rood, 
senior vice-president and actuary, 
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serving as moderator. Mr. Rood is 
presently chairman of the advisory 
committee on interpretation of com- 
pany federal income tax !aw, estab- 
lished by American Life Convention, 
Life Insurers Conference, and Life 
Insurance Assn. as a result of the 
many questions arising regarding the 
interpretation of the law. 

Members of the panel will be Fergus 
J. McDiarmid, vice-president; Gordon 
C. Reeves, general counsel; Samuel P. 


Adams and Gathings Stewart, 2nd 
vice-presidents and actuaries; E. R. 
Crilly, assistant secretary; and Wil- 


liam E. Lewis, associate actuary. 

The seminar will close with a dis- 
cussion period. Those attending will 
be guests of the company at group 
luncheons Friday at the Keenan and 
Van Orman Hotels. 


Occidental Of California 
Reports Nine Month Sales Up 

Nine months sales of individual life 
insurance by Occidental Life of Cali- 
fornia totaled $1,066,374,086, up 23% 
over the same period last year. The 
company recorded a gain of $200,791,- 
026 this year over the first three quar- 
ters of 1958. 


Gives A&S Industry 
Record On Coverage 
Of Drugs, Medicines 


NEW YORK—Virtually all hospital 
expense policies provide coverage to 
help pay the costs of drugs and medi- 
cines, Gerald S. Parker, A&H secre- 
tary of Guardian Life, told a hearing 
of the Metcalf committee, which is 
examining the question of including 
the costs of drugs in medical care 
pre-payment plans. 

In addition, Mr. Parker told the 
committee, major medical expense 
policies cover drugs and medicine 
“whether the policyholder is in the 
hospital or not.” He spoke on behalf 
of Health Insurance Assn. 

“What we are doing in this field 
now is just about everything that we 
have been asked to do,” he said. 
“Pretty nearly every kind of coverage 
can be provided. If the demand is 
there and the willingness to pay the 
premium is there, the industry can 
make the coverage available. If some- 
body wants more coverage for drugs 
and medicines than our companies are 




























Broad, Liberal, 


paired risks. 


men. 


The 


and Sound 


The Lincoln National field man offers 
impaired-risk protection as broad, liberal 
and sound as modern underwriting and 
actuarial science can make it. Backed by a 
company with 47 years of continuous ex- 
perience in the substandard field, he brings 
the comfort and protection of Life and 


Accident and Sickness insurance to im- 


Lincoln National’s broad impaired-risk 
coverage is another reason for our proud 


claim that LNL is geared to help its field 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Its Name Indicates Its Character 


Fort Wayne, Indiana 
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now providing, I’m sure they 


e 
but to ask and it will be offerea ai Easin 

After expressing his belief that Ven 
few people really have large ade 
bills which are unexpected ang *, chase ng 
predictable, Mr. Parker said he thoy, vised 
that most such bills are or cap; 
covered by presently available heal 
insurance. 

He said that the position of the jy 
surance business is that ing rn. a 
against the cost of medical, surgi. oon 
and hospital care and loss of ineop, 141 wi A 
are primary needs. Insurance again, tt 
the costs of drugs and medicine td ah 
said, is probably a secondary neeq” te? 

“We are doing a whole lot aboy policy Mi 
meeting both the primary need aj of appr 
the secondary need,” Mr. Parker stat ager 
“There is really an enormous part ovens t ‘ 
this bill paid by insurance.” ‘ihe with 





ti: to court. 

i hearing ! 

Saunders Guilty quests it, 
Of Perjury: Will mewn 
erjury; V1 What Ab 
Appeal Sentence This 0 
AUSTIN—J. Byron Saunders, fpf What abc 
mer chairman of the old Texas Bogyij {ot Per™ 
of Insurance Commissioners, has bee insurabili 
found guilty of perjury and sentencd granted | 
at a co 


to two years in prison after a j 
trial lasting 12 days. Mr. Saundef departme 
announced that an appeal “wij jg he Tider 
carried through, as far as is p ceptable, 
sary,” and his attorney, John "2. 
Cofer, said that he believes the yf "Y will 
precented case also involves a fede "VES t© 
question. The co 

Mr. Saunders was released unid “* depai 
the same $2,500 bond established wheal St & 
he was indicted about two years sef Te! 
for giving false testimony to a legs is pretty 
lative investigating committee on}’ {tr 
cerning his connections with BenJacy O™PARY 
Cage, who is now a fugitive from 4 “¥S¢ @ 




























10- a: picy, that 
rt eg embezzlement conviction iy nisstater 
j age. Und 
Dates Back To 1954 
The charges against Mr. Saund Feder 


centered around an oil royalty d 
dated Jan. 11, 1954, that conveyed hi 
interest to the ICT Discount Con 
a Cage firm. Counsel for both sid 
argued for many hours over wheth 
it was a bona fide transaction, as M 
Saunders had testified before the com 
mittee, or a “cover up” for $7,000 bh 
had. received from Cage firms. 

The perjury charge against Mt 
Saunders was the first ever to rest 
from testimony before a _legislativ 
committee in Texas. The jury recon 
mendation was for the minim 
sentence of two years. Similar charg 
are pending against Garland A. Smi 
another fcrmer board chairman, 
his son-in-law, Max Wayne Rychii 
It is not known when these cases 
to be brought up for trial. 


Bill Sic 





Agents Using This Plan 
mer chief 


to Cant 
Unique Ad Medium Prized as Hospital 
Business Gift, Provides Personalized as been 
Contact for Entire Year hospitaliza 
This self-liquidating plan is centered on one of This will 
America’s most useful desk gifis. It has proven n 
effective in increasing sales for insurance = bf Toledo 
men. Le‘ters in our files tell of $50,000 7 0% below 
policy placement due solely to this plan. 
produces I've leads, new prospects ond friend- Band, 
lier customer relationship for the life agent. The rais 
Reaches any desired territory or group, suited 
for neighborhood or city wide promotion with. ‘ause of th 
out waste. lis total cost only pennies apiece, arges an 







unfa‘ling results assured. Successfully used by ‘ 

many leading life insurance companies. Write pital emp! 

for free sample and self-liquidating plan fo Barkay ey 
general agents and home office. } 

le compa 

GETTIER-MONTANYE, INC. © Direct nthe first 

Appeal Advertising * GLYNDON, MD. Ss 
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pica thereto the company shall file 
nN of the j, with the department a notice that it 
IMsurang desires a hearing pursuant to section 
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val, surgi 41 with reference to the withdrawal 
5 Of incong approval of the option form.” 
INCE againg Unlike situations in which the de- 
ledicine, |, artment merely refuses to approve a 
Y Need, ae or provision, the withdrawing 
© lot abo 4 approval already granted requires 
y need ay wnsiderably more of a proceeding and 
arker state pens the way for a company to stay 
‘OUS part «j the withdrawal by taking the matter 
to court. Not only is the holding of a 
hearing mandatory, if a company re- 
quests it, but an insurer has the right 
toa judicial review. 
What About Pending Cases? 
This of course raises ‘the question, 
nders, fy, What about companies that have asked 
‘exes ta for permission to write the insured 
we has ‘Tinsurability rider but have not been 
ype ‘| ranted it? In order not to put them 
fter me at a competitive disadvantage, the 
Sa ; ‘T department is willing to let them write 
1 « Unde ne rider on the basis previously ac- 
, ceptable, with the understanding that 
. when a final determination is made 
a y they will go along with whatever it 
Sa Ps proves to be. 








The companies’ objection to what 

the department wants to do centers 
4 Imost entirely on the suicide aspect. 
The incontestability problem is viewed 


LIFE INSURANCE EDITION 


(CONTINUED FROM PAGE 1) 
clause that the New York department 
now favors, the company would have 
to keep on issuing policies at each op- 
tion date, if the insured wanted them, 
and it could not contest payment on 
anything. 

Under the generally used form of 
rider, however, the insurer in the 
above situation could deny liability on 
any additional policy under which 
death occurred within two years of is- 


fusing Of Guaranteed Insurability Option Sought InN. Y. 


suance. 

The companies’ view on suicide is 
that the kind of clause the department 
wants would enable the owner of a 
guaranteed insurability policy to buy 
additional coverage in a_ substantial 
amount at any option date and kill 
himself immediately. The argument is 
that this adds materially to the risk 
assumed by offering so large a mone- 
tary return so quickly, without the 


9 


cooling-off period implicit in the usual 
suicide clause. The question has also 
been raised whether this is good pub- 
lic policy. 


Department’s Position 


The department contends that the 
companies writing the guaranteed in- 
surability rider base their rates for it 
on extra mortality experienced in con- 
versions and that since this extra mor- 
tality embraces all causes, there is no 
need to seek to avoid liability for sui- 
cide during the period following issu- 
ance of each new policy. 
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Full Committee List 
Of NAIC Is Announced 


Appointments to committees of Na- 
tional Assn. of Insurance Commis- 
sioners have been announced by Paul 
A. Hammel of Nevada, NAIC presi- 
dent. Committees and their chairmen 
(and vice-chairmen where appointed) 
of interest to life and A&S insurance 
men are listed below. The standing 


face type. 

Executive committee; T. Nelson 
Parker, Virginia, chairman; Gerber, 
Illinois, vice-chairman; Thacher, New 
York; Gold, North Carolina; Knowlton, 
New Hampshire, representing Zone 1; 
Smith, Pennsylvania, Zone 2; Hayes, 
Louisiana, Zone 3; Apodaca, New 
Mexico, Zone 5; McConnell, California, 


Zone 6; Hammel, Nevada, president; 


Beery, Colorado, vice-president; 
Premo, Connecticut, secretary-treas- 
urer. 


Subcommittee to study future sites 


for NAIC meetings: F. Britton Mc- 
Connell, California, chairman. 

Subcommittee to study operations 
of the executive secretary’s office: 
Joseph S. Gerber, Illinois, chairman; 
Knowlton, New Hampshire, vice- 
chairman. 

Subcommittee to supervise the op- 
erations of the executive secretary’s 
office: Joseph S. Gerber, Illinois, chair- 





committees are designated by bold 





JAMES E. BETTIS, C.L.U., left the newspaper business to become a life insurance Agent in 1937. In 1946, after nine years of successful 







...in Life Insurance selling. Berkshire points it out to 
every Agent... and keeps him on the trail... through its 
continuous Training Program.” 


“Then even your experienced men still receive training?” 


“That’s right. In fact, as your own experience increases, 
you'll find Berkshire’s continuing Training Program serves 
you more and more... by acquainting you with approaches 
to more complex coverages, and showing you how to keep 
your production continuously climbing.” 


“Can any Training Program really substitute for actual 
experience, Mr. Bettis?” 
“Mo, I don’t believe there’s any substitute for experience. 


i 


But Berkshire’s program doesn’t try to be. Actually, it’s a 


personal production, he was named a Supervisor. He was appointe 


d General Agent in Indianapolis for Berkshire Life in 1948. 


“There’s a 
definite 

} pattern 

” for success... 







concentrate of the lifetime experiences of many men who 
are experts in all phases of selling and sales management. 
They’ve been attracted to Field and Home Office positions 
with Berkshire by the strength and integrity of a com- 
pany widely known for its excellent field and policyowner 
relationships. That is why I believe that today Berkshire 
offers the greatest opportunity for 
personal growth in the industry.” 


ERKSHIRE 


LIFE INSURANCE ; Co. 


Life, Accident & Sickness, Pension Plans, Annuities 
George 0. Covell, C.L.U., Agency Vice President 
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man. 
Blanks committee: Charles p 
Howell, New Jersey, chairman; gy 
livan, Washington, vice-chairman, 
Life and accident and health pj; 
subcommittee: W. Harold Bittel, Ne, 
Jersey, chairman. ; 
Fraternal blank subcommittee: Fray 
cis T. McGovern, Rhode Island, chai, 
man. 
Hospital and medical service pjgp, 
blank subcommittee: Earl L. Berge 
Philadelphia, chairman. E 
Assessment life and A&s§S blani 
subcommittee: Charles C. Duby, 
New York, chairman. : 
Life and A&S blank _ instructig,, 
subcommittee: W. Harold Bittel, No, 
Jersey, chairman. 
Welfare and pension fund blank 
subcommittee: James J. Higgins, No, 
York, chairman. 
Preservation of state regulation cop. 
mittee: Donald Knowlton, New Hamp. 
shire, chairman; Gerber, Illinois vig. 
chairman. 


Advisory subcommittee: Dona); 
Knowlton, New Hampshire, chairma, 
Accident and _ health commit, 


Rufus D. Hayes, Louisiana, chai. 
man; Cravey, Georgia, vice-chairma, 
Subcommittee on regulation of ag. 
vertising: William E. Grubbs, Nebra:. 
ka, chairman. 
Subcommittee on definitions ¢ 
“non-cancellable insurance” and “gua. 
anteed renewable insurance”: Willian 
E. Timmons, Iowa, chairman. 
Examinations committee: Willian 
A. Sullivan, Washington, Zone § 
chairman; Howell, New Jersey, Zone |, 
vice-chairman. 
Subcommittee on examination; 
manual revision: Joseph S. Gerber by 
F. Vernon Rosenthal, Illinois, Zone 4 
chairman. 
Subcommittee on uniform examin: 
tion program for employe welfar 
funds: Thomas Thacher by James | 
Higgins, New York, chairman. 
Federal liaison committee: F. Brittu: 
McConnell, California, Zone 6, chai 
man; Smith, Delaware, Zone 2, vic- 


chairman. 

Fraternal insurance committee: 
Harvey G. Combs, Arkansas, chait- 
man; Palmer, Indiana,  vice-chait- 
man. 


Insurance covering all installmer 
sales and loans committee: J. Edwi 
Larson, Florida, chairman; Gold, Nort 
Carolina, vice-chairman. 

Subcommittee on insurance pro 
lems in connection with _installmet 
sales and loans: Thomas Thacher, Nei 
York, chairman; Gold, North Carolin 
vice-chairman. 

Subcommittee on credit life ani 
credit A&S model bill legislation: J 
seph S. Gerber, Illinois, chairmar 
Thurman, Kentucky, vice-chairman. 

Laws and legislation committet 


Joseph S. Gerber, Illinois, chairmat! 
(CONTINUED ON PAGE 27) 





Fla. Commissioner Calls 
Hearing On Credit Life, 
Disability Rules Oct. 19 


Commissioner Larson of Florida he 
called a hearing to consider prom: 
gation of credit life and disabilit 
coverage regulations. The hearing Wy 
be held Oct. 19 in Tallahassee. 

In a notice to companies and ass 
ciations, Mr. Larson drew attention ' 
that section of the new Florida insu 
ance code which provides for 
commissioner to disapprove pdli\ 
forms and withdraw previous appror 
al thereof if the benefits provided 4 
the policy do not bear a reasonabé 
relationship to premiums charged. TH 
hearing, he said, will include 4 4 
subject for discussion what constitulé 
a reasonable standard. 
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<a Forceful advertising continues to tell 
srt America the story of the “Better Lite” policy 
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your policy contract. Those be 
cope with the many unpredic 

It is important, then, to ki 
raise these questions to give y 











table situations in your future or your 
now what you are getting when you 
‘ou an idea of what is involved. 
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buy life insurance. We 
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Nn exXamine- ear of your policy available apie one coverage mma a the terme? 
ye welfare | 
———— 
, to Buying life insurance is not a do-ityourself job You vill need the competent and 
in. : from a New England Life representative. He's a specialist 
trustworthy help you will get fr ith the 
3 F Britto: in futing life insurance to your personal needs and has the advantage of working wil 
: i “Better Life” icy. 
e 6, chait- os pn tteil uoTuaL LIFE INSURANCE COMPANY, BOSTON, MASSACHUSETTS 
ne 2, vice- 0 Tea anaae eemenie ta 6 
commiti The New England Life contract offers the finest 
“ nial , its at any price 
sas, Chait combination of guaranteed benefits at any p 
vice-chait- ene 
installmer: oe 
: J. Edwin 
This is a reduced version ; 
of the 2-pa i ; is 
page spread appearing in full color in more than 10 million copies 


of these significant publications: THE SATURDAY EVEN 

¢ ING POST (October 3), TIME (S 
= NEWSWEEK (September 28), HARPER’S (October), and THE ATLANTIC (October) poten ate 
igures show that these issues are seen by nearly 50 million people! ; “ 


Gold, Nort 





ance prol- 
installmer: 
acher, Net 
h Carolin: 
Thi ising i i “Ws = ; 
on Prac Pei. . helping - make millions of This is the kind of sustained advertising effort that 
lations Jo nants ingly aware of these four important _ backs up the representatives of New England Life 
chairmal $ - ‘seni 
nairman. and works to make our slogan “‘A Better Life For You” 
committe: 1. The real value of any life insurance policy depends as applicable to them as to our policyholders. 
, or on its guarantees. 
alls . There are a number of pertinent questions that 
the intelligent purchaser of any life insuran i 
: ce polic N W N G A N 
- should ask. ? E E L D 
Florida he 3. These questions are best answered by a specialist Miu L | F E Srbttance Company 
‘ — in fitting life insurance to personal needs — the agent. iia wii 
isabilit a 

Bessie ee life insurance should never be regarded as a THE COMPANY THAT FOUNDED MUTUAL 
2e. ’ o-it-yourself job. LIFE INSURANCE IN AMERICA ° 1835 
; and asst 
attention ! 4. New England’s “Better Life” contract offers the 
a finest combination of guaranteed benefits at any price. 
ove policy 
yus appro'y 
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WILLIAMS TELLS NEW YORK A&H CLUB: 


HeNATIONAL UNDERWRITER 





A&S Business Meeting Nation’s Health 
Coverage Needs With 30 New Approaches 


lic’s health care needs. 


In the past five years the insurance 
business has developed some 30 new 
approaches to the problem of provid- 
ing more permanent health coverage 
for virtually all segments of the Amer- 
ican public, and is in this way demon- 


record 
James R. Williams, vice-president of 
Health Insurance Institute, in a speech 
at the Accident & Health Club of New 


most 45% 


year. 


is a part of the industry’s 
of achievement outlined by 


Another example of 
came in 1958, Mr. Williams said, when 
it was estimated that insurance com- 
panies paid benefits on 9.5 million 
claims for hospital expenses, or al- 
of the 21.6 million admis- 
sions to voluntary hospitals during the 


Dental Expense Coverage 

Speaking further of the A&S indus- 
try’s record, Mr. Williams noted sig- 
nificant advances in the group field 
with the introduction of comprehen- 


this 


record 











strating its ability to meet the pub- York. sive major medical, long-term dis- 
| 
j 
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; We imiVi t © Yeu to in vesti QA +o — 


D. Anderson 


Inter-Departmental Memorandum 








Do Not Use For Scratch Paper 


Date August 10, 1959 
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ability programs, the ex tension , 
coverage to employe groups of 10 Py 
sons or less, and the expansion of heal 


insurance plans to _ include Teting, 
persons. He also drew attention 4 Ba 
experimentation now going on of | 
pointed out, has been the Coverag, Inl 
of nervous and mental disorders, both 
health insurance business has leq the 

way in this particular field. 


ATL 


— 
















the group field aimed at the eVenty 

coverage of dental care expenses. 
Especially significant, Mr, Willian, 

in and out of hospitals, by “the Vast No 8 

majority” of basic and major medicy have 0 

group contracts. He said that the 


Flexible Industry 


He said that advances now 
made in extending health Coverage { 
retired employes by various methok 
of contract conversion would, withiy 
the next few years, do much to Speed 
progress in protecting older people. h 
the individual insurance field, he Cited 
the recent introduction of senior cit. 
zen programs giving hospital and gy. 
gical coverage to older people without 
regard to age, sex or condition of 
health. These and similar program, 
have proven the flexibility of the 
health insurance business, Mr, Wi. 
liams said. 

Citing as an example the rapid 
growth of guaranteed renewable hos. 
pital and surgical coverage, Mr. Wi. t the 
liams noted the distinct trend withi ” tt 
the industry toward more permaner we 
individual policies. sas pe 


Public Kept Informed surance ¢ 


Further, individual protection fy val 
persons with impaired conditions, in. " 
cluding lifetime coverage in som 
cases, has made significant advance 
in the past five years. Such previous) f— 
uninsurable persons are now eva 
eligible for guaranteed renewable me 
jor surgical contracts. 

However, Mr. Williams added, th 
health insurance business must 
more than merely develop new pr 
grams that cover a growing proportion 
of the population. 

“It is not enough to change for the 
public good,” he said. “We must &k 
sure that the public knows we changghad grow 
and do so with the public interest infvith $1.6 
mind. By these actions—which wf 1958. : 
are following today—the public ca Accordi 
and will better understand our busi-§§0n reset 


ness and in a favorable light.” the same 
1958, as 


economic 
form of 
pension re 
the largest 
compares 
first quart 
$800 millic 
1958. 
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Buckley Is Chairman Of 


New York Ad Men’s Group 


NEW YORK—John A. Buckley Jr. 
director of public relations of Guard 
ian Life, has been named chairman 
of the Gotham Group of Life Insur- 
ance Advertisers Assn. for 1959-6 
The group is the New York area ol 
ganization of life insurance advertis = 
ing, sales promotion and public rele Indiana, 
tions personnel. Bob Fell 

Other members of the group’s eX€fthe Cleve! 
utive committee are William C. Hein Cleveland - 
burg, director of sales publications “fst the Oct. 
New York Life, and Henry Lloydfagy Ascn. 
director of publications of Equitablf, drive to 
Society. Ndianapoli: 

The unit’s first meeting of the 1958 A&S covere 
60 season will be held Oct. 14 at Keen! 

Chop House. hited B 
Nears $2 


Midland Mutual Ups cars $2 


Non-Medical Limits the tar; 


Midland Mutual Life has made billion of in 
creases in limits on its non-medit®fiorce ang g¢ 
business. The new scale, which fn all-oyt 
plies to both male and female liv®reach the g 
is 30 and under, $25,000; 31-35, $15, tOmpany re; 
000, and 36-40, $10,000. ance in force 
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a dger Asks Halt 
Of Inflation Trends 
In Life Business 


Ing on j 

he evVenty} 

enses, 

ir, William, 

1e COVerag, 

orders, bot No group of people and no industry 

7 Bee: Vast have more at stake in the battle for 

JOr medica sound money than 

1 that th policyholders and 

has led th, the insurance busi- 
ness, Sherwin C. 
Badger, financial 
vice - president, 
New England Life, 
told the annual 

gathering of Life 

Office Manage- 

ment Assn. at Chi- 

cago. 

“Inflation has 
already affected 
our business,” he 
declared and cited the increasing use 
of term insurance as opposed to ordi- 
nary life and endowment policies as 
attributable to the expectation that fu- 
jure dollars will be worth less than 

ollars. 
— el is inescapable that 
more and more people are trying to 
get the maximum short-term protec- 
ion at the least possible cost, he said 
and decried the fact that fewer and 
fewer people are thinking of life in- 
surance as a combination of protection 
against death and as a sound method 
for building up their long-term sav- 
ings. He noted the use of package deals 
consisting of term insurance and shares 
of mutual investment funds and said 


SEC Reports $2.2 Billion 
Equity Growth In Private 


Insurance, Pension Funds 
Securities & Exchange Commission, 
reporting on the volume and composi- 
tion of individual savings in the April- 
ge for thgune period of 1959, said that equity 
. must hfi0 private insurance and pension funds 
we changpiad grown $2.2 billion, as compared 
interest ing With $1.6 billion in the same quarter 
which wep” 1958. : 
ublic caf According to SEC, non-insured pen- 
our bus. gion reserves increased $900 million, 
the same as in the first quarter of 
1958, as a result of the improved 
Of feconomic situation. Savings in the 
form of government insurance and 
7roup pension reserves increased $1.4 billion, 
the largest amount in two years. This 
ckley Jtfcompares with little change in the 
of Guart-Birst quarter and with an increase of 


chairmas300 million in the second quarter of 
ife Insut-§ 1952, 


1959-61 = 
Bob Feller To Address 


area 0! 
advertis- a 
plic ree {Indianapolis A&H Assn. 

Bob Feller, former star pitcher of 
ip’s €X€Hthe Cleveland Indians and now a 
C. Hein: Cleveland insurance agent, will speak 
vations fat the Oct, 12 meeting of Indianapolis 
y LloyifaeH Assn. The meeting will kick off 
Equitablif, drive to promote awareness in the 
ndianapolis area of the advantages of 
A&S coverage. 


hited Benefit Life 
ears $2 Billion Mark 


United Benefit Life has set Nov. 1 
ks the target date for reaching $2 


nade i Hillion of insurance in force. The sales 
-medic# ore 
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the most frequently used arguments in 
favor of this combination is that com- 
mon stocks in mutual funds offer a 
hedge against inflation. 


Same For Variable Annuity 


“The same argument is being used 
in favor of the variable annuity. We 
can see the effects in other areas of 
our business. Fear of inflation has un- 
doubtedly been a factor in the rise of 
surrenders and of the changing trends 
in the funds left with life companies 
under dividend accumulations and oth- 
er options. Also, more and more of the 
pension fund business is going to self- 
insured or bank plans where the funds 
can be invested heavily in common 
stocks, again in the hope that they 
will provide a hedge against inflation. 
We are all aware of the inflation that 
is going on in our operating costs. 

“Added together, these all mean 
that the volume of new money avail- 
able for investment by life companies 
has stopped expanding. What is hap- 
pening in life insurance is happening 
in other forms of saving. People are 
being told that the safest form of in- 
vestment today is through speculation 


in the stock market and real estate, 
no matter how high the prices. Per- 
sonally, I think this is bad advice. If 
followed, it would be ruinous for the 
country. 

“We have been through the earlier 
and pleasanter stages of inflation and 
we are approaching the stage where 
further monetary inflation will mean 
a deflation of the standard of living.” 
This has been the experience of many 
other countries, he said, noting that 
most of the countries of western Eu- 
rope, as well as Japan, have reformed 
their currencies and adopted sound 
money policies. 


“I am optimistic that sound money 
is going to win out,” Mr. Badger em- 
phasized. “The important question is 
whether it is going to win in the 
months immediately ahead before fur- 
ther serious damage is done. It all de- 
pends on what Congress hears from 
the folks back home. I think there 
are signs that Congress is already be- 
ginning to hear in an emphatic way. 
But, there is still much education to 
be done—education as to the frightful 
consequences of permitting inflation to 
become a way of life.” 
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IHOU Annual Card 
Set For St. Louis; 
Reeder, Others Speak 


All aspects of underwriting, in- 
cluding the philosophical will be dis- 
cussed at the 23rd annual convention 
of Institute of Home Office Under- 
writers, Oct. 28-30, in St. Louis. I. M. 
Spear, vice-president State Farm Life, 
will preside as general chairman. 

Following the report of outgoing 
President Ira A. Dryden Jr., vice- 
president Amicable Life, the first ses- 
sion will feature Dr. C. L. Reeder, 
vice-president and medical director 
Continental Assurance, who will speak 
on “A Philosophy of Underwriting.” 
Robert R. Gallagher, associate actuary 
North American Re, will be next with 
“Underwriting of Guaranteed Insur- 
ability Options.” 

The afternoon has three panel ses- 
sions: “Underwriting Procedures and 
Costs,” Lee G. Stephenson, sales di- 

(CONTINUED ON PAGE 26) 























ce and general agents have pledged 
nich in all-out effort during October to 
lle rs ‘ach the goal. Founded in 1926, the 
35, $19 ‘ompany reached $1 billion of insur- 
ince in ferce in 1953, 










h 








If you are an ambitious, successful A & S producer 
and want your own Agency, we invite you 
to investigate Provident’s A & S facilities. 


Provident’s wide range of individual A & S 
coverages give you unlimited 
opportunity to grow. And our agency 
contract is second to none. 


Take a look at Provident — see what a great 
future can be yours. 


WRITE IN CONFIDENCE TO: 


JAMES E. POWELL, Vice President 
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1,000-Plus-Page Life 
And Health Insurance 
Handbook Is Published 


Publishers Richard D. Irwin, Inc. 
have published the monumental Life 
Health Insurance Handbook, planned 
and edited by Davis W. Gregg, presi- 
dent of American College. The volume 
is designed for both beginners and 
experienced insurance personnel as a 
single, comprehensive and _ practical 
reference book on the major aspects 
of life and health insurance. 


FeNATIONAL UNDERWRITER 


The volume was more than 10 years 
in the planning and preparation. Un- 
der the direction of Mr. Gregg, more 
than 100 leading insurance experts 
contributed to the handbook either as 
authors or editors. The book contains 
more than 1,000 pages of text. 

Its 69 chapters are divided into six 
main sections: personal life insurance; 
life insurance for business purposes; 
programing and estate planning; health 
insurance; sales and sales manage- 
ment, and life insurance as an insti- 


Nineteen special appendices provide 
examples of insurance contracts, forms, 
riders and legal documents, and, 
throughout, the volume is illustrated 
with charts, tables, graphs and dia- 
grams. 

All of the handbook material was 
written especially for it and has never 
been published elsewhere. 


Educators Mutual Life has been li- 
censed in New Jersey. The company 
is now licensed in 16 states and Wash- 
ington, D. C. 
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Dynamic Men... Dynamic Product...Dynamic Sales Aids 












































During the year ending March 31st, Mutual Benefit Life sales increased 25% over the previous 
12 months. Outstanding planning, product and people are responsible for this remarkable record. 

To sell TRUE SECURITY, Mutual Benefit Life first selects talented men. They are trained 
and provided with the most comprehensive sales aids in the life field, such as audio-visual presen- 
tations and merchandising tools designed for special business and professional groups like the 
medical market. These selling aids, plus the 114 year reputation of Mutual Benefit Life as the 


‘‘policy-holders’’ company, plus the TRUE SECURITY 
concept, combine to help Mutual Benefit Life men increase 
sales day after day. With such consistent sales progress, these 
professionals assure TRUE SECURITY for their families 
and themselves as well as for their clients. 


MUTUAL BENEFIT 


) | © Insurance Company 
fut i bbe for TRUE SECURITY 








E MUTUAL BENEFIT LIFE INSURANCE COMPANY, NEWARK, NEW JERSEY 
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Philip Lawton Become, 
LIAMA Consultant 
On Company Relatio, 


Philip N. Lawton, former a OC 
manager of New York Life’s ]; 

branch at New 
York, has joined 
LIAMA as a con- 
sultant in the com- 
pany relations div- 
ision. 

Mr. Lawton, 
after graduation 
from John Carroll 
University, entered 
the investment 
banking _ business. 
In 1945, he joined 
Aetna Life at Phil; 
Cleveland, and two hilip N. Lowy 
years later became editor of Insypy 
R&R’s Management Plans. He , 
named director of management tr; 


















post he authored the two-volume p: 
agement course now in use. Last y 
he went into the field as associate ns 
ager of the Lincoln branch. 

He is a CLU and holds a CL; 
ploma in agency management. 


Ghana Retains Willia 


As Insurance Adviser 


Robert D. Williams has been x 
tained by the government of Gh 
as consultant on basic insurance | 
islation. The assignment was arrang 
by the United Nations. Mr. Willa 
has prepared the insurance codes { 
nine states and has acted as consult 
to Puerto Rico, Nicaragua and Gy 
temala. 


Colorado's Beery, 5,404 
People And $315,000 
Involved In Denver Case 


DENVER—A case involving (il 
rado Commissioner Beery, 5,404 
sons and more than $315,000 has 
gun in Denver district court. 

Memorial Trusts Inc. is suing lj 
Beery to prevent him from stopp 
the sale of pre-arranged funeral « 
tracts. He has ruled Memorial Tns 
must place all money collected 4 
funeral contracts in trust. The 0 
pany, claiming it is not an insura 
operation, has been keeping one-fo 
of the money to pay expenses. 

Mr. Beery’s action was based 0n! 
opinion by state attorney general Du 
Dunbar in 1958. Since that time, } 
morial Trusts has been holding $3! 
000 involving 5,404 contracts in t 


Life Of Florida And First 
United Life File With SEC 


Life of Florida and First United 
of Gary have filed registration sté 
ments with Securities & Exchal 
Commission. Life of Florida seeks % 
istration of 203,476 shares of com 
stock to be offered at public sale 
$4.50 a share. First United proposes 
offer 158,236 shares for subscripl 
at $5 per share by its common stod 
holders of record Oct. 15, at the © 
of one new share for each four sha 
held. First United has experienced | 
erational losses each year of its 4 
istence, according to the SEC app) 
cation, and a further loss for 1958 
expected. The company now has 6s 
479 shares outstanding. Net proce 
of the sale of additional stock will! 
used to maintain reserves and dy 
cilitate continued expansion of > 
ness. 
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How to manage your emotions... 
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| 5,404 : and lead a healthier, happier life 

000 has 4 

’ suis All of us have emotional upsets now and flicts intelligently, they bear down on our emotional responses to problems which 

a re then. Fortunately, most of us—like the spirits, drain away energy, and may cause cause little trouble for most of us. 

funeral ci man above—have hobbies or other recrea- many physical symptoms or bodily dis- With this knowledge, he can often help 

orial Tru tions that ease our tensions . . . and divert orders. These include heart palpitations, patients recognize pre fears and: worries 

-ollected our minds from the things that cause us to digestive upsets, joint and muscular pains which are wholly or partly responsible for 

. The ot be worried or tense. and chronic fatigue. In addition, high blood their illness. And he can often help his 

in insura Some people, however, are more or less pressure, ulcers, and some allergies are patients learn new ways of looking at and 

aap, constantly bothered by anxiety, vague fears often of emotional origin. handling problems that might keep them 

ES. : . ° - 

pased On and other disturbing feelings. They don’t In fact, a large percentage of all the —_ tense, unhappy and ill. 

eneral Di face their problems—big or little—openly people who go to doctors have ailments Should you ever become overburdened b 

t time, Mf snd realatically. brought on or made worse by prolonged: —_ emotional troubles, remember it’s not ia 

ding $3! Persistent, unresolved emotional con- or severe emotional turmoil. So doctors are to keep them “bottled up.” Discuss them 

cts in t flicts keep many of us from being as happy more alert than ever before to the role of with your doctor. He, or a psychiatrist or 

First = as healthy hee ie worse vs That's the emotions in a illnesses. clinic recommended by him, may very well 

SPRUOR VOUT GENE SNe YOU Cecy ale a Treatment of illnesses which emotions get to the root of your troubles and restore 

1 SEC separably linked. Whatever affects one af- play a major part takes time and skill. The —_you to better mental health—that wonder- 

United fects the other. doctor needs to know many details about _ful feeling of being on good terms with 

ation sta Unless we deal with our emotional con- the lives of his patients—especially their yourself and your life. 
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blic sale COPYRIGHT 1959—METROPOLITAN LIFE INSURANCE COMPANY i i j i H 4 
roposes This advertisement is one of a continuing series 

P ‘otf sponsored by Metropolitan in the interest of our 

sre national health and welfare. It is appearing in 

m0! e ° two colors in publications with a total circulation 

at the 1 Metropolitan Life Insurance Company in excess of 45,000,000 including Saturday Eve- 

four shai (A MUTUAL COMPANY) ning Post, Ladies’ Home Journal, Good House- 

rienced 4 keeping, Redbook, Reader's Digest, National 
of its ' 1 MADISON AVENUE, NEw York 10, N. Y. Geographic, U.S. News, Look. 
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North America Maps Program To Achieve One Stop Selling 


the impact of the life salesman on 
the general lines business. It has 
pointed out that there are many thou- 
sands of debit salesmen representing 
giant life insurers. They have a spe- 
cific number of city blocks assigned 
to them, and they handle all the life 
and A&S needs for all members of a 
family. They are in the _ prospect’s 
home either weekly or monthly, and 
it would be easy for them to sell fire 


(CONTINUED FROM PAGE 2) 


and casualty coverages. INA has 
warned its producers that some large 
life insurers are already experiment- 
ing with this approach. 

Nevertheless, the future of the gen- 
eral insurance man is brighter than 
it has ever been, according to Edmund 
L. Zalinski, executive vice-president 
of Life of North America, providing 
that he moves with the tide of public 
demand and supplies one-stop service. 


To do so, he must enter the life busi- 
ness with the same enthusiasm as life 
men assuredly will enter his. 

Generai lines agents will have to 
get rid of the mental block that life 
insurance is too complex, the group 
believes. It has pointed out that 
prospecting—the bugaboo of the life 
man—should be the least of th. gen- 
eral lines producer’s problems. ile al- 
ready has accounts with whom his 
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Better phone The Man from Manhattan 


THe MANHATTAN LIFE 


Home Office: 111 West 57th Street, New York 19, N.Y. 





at most ages). 


When You Need Family Income and decreasing term riders 
Through Issue Age 64, standard or sub-standard. 


When You Need Permanent Plans (Ordinary Life, 10 Pay 
Life and 20 Pay Life) To Issue Age 75, standard or sub- 





When you phone 
The Man from Manhattan, 
chances are your problem is over. 


HERE ARE JUST A FEW 
OF MANY WAYS HE CAN HELP: 


When You Need Progressive Underwriting on sub-standard 
risks Through Age 74 (we issue up to 1,000% mortality 





standard. 


When You Need up to $50,000 Low Cost Insurance on a 
Wife, available under our Family Member rider, with 
children or even if there are no children, and issued 


standard or sub-standard. 


ourena Century 
( 


of New York, 


When You Need a Family Member Rider to 
cover minor children of a widow, widower or 
divorcee without spouse (sub-standard issued 
on minor children). 


When You Need a Guarantee of Future Insur- 
ability, issued and exercisable through age 64 
with the guarantee amount actually payable at 
death if it occurs before conversion. Amounts 
available as high as $50,000, standard or sub- 
standard, and at very low cost when Level Term 
Rider is attached to any permanent Manhattan 
policy—old or new. 


Manhattan Life is Famous for its Flexibility, with 
55 policies and 13 riders, not counting the sub- 
standard versions. 
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reputation is established—and 
one is a prospect for life coverage. 

However, if the general lines 
is to compete successfully, he mig 
face the fact that his time must 
freed for maximum sales and profy. 
sional counseling. Many of the Dra. 
tices of the life man must be carefyy, 
considered for adoption. For exam, 
his company does his policy writ 
collects and accounts for his prey 
ums, does his banking and bookk 
ing. His cost of doing business by 
comparison with general lines agen 
is nil. With only a slight shift fn, 
tradition, the general lines agent Woul 
lose little and gain much where ; 
counts—in the pocketbook. 

Help Reduce Overhead 

Companies can help him get rid _ 
his overhead—through modern system; 
electronic installations, other laby 
saving devices and budget plans, | 
agents cooperate with companies j, 
these practices, the premium dolly 
will be relieved of the increasing ey 
of insurance distribution. As this log 
is lessened, agency income will rig 
and become more profitable, wit 
more time for sales and service. Con. 
panies will be able to create bette 
and more modern coverage withoy 
asking the buyer to pay the freight 
INA believes. 

It is offering general lines agen 
more than advice and theory in ¢on. 
nection with life selling. Many traip. 
ing programs with the accent on sale 
have been developed. In each life 
company service office area, training 
is available through life managers ani 
life special agents. Not only is indi 
vidual training offered, but life special 
agents in many cases accompany the 
general lines agent when he calls o 
prospects, to guide him in the sale 
procedure. 


Chalk Up Sales 


Substantial life production by stu 
dents is usually noted during th 
training programs. Last year, 19 gen- 
eral lines agents from the Kansas City 
service office area completed a 1+ 
week course conducted by one of the 
life managers and his staff. About 
$300,000 of life volume was written b) 
members of the class during the ses- 
sions, all of it directly attributable 
to sales training included in the course 
One agent, who had never written life 
before entering the class, requested 
the manager to accompany him on2 
call to a top client he considered é 
good prospect for business insurance 
The call resulted in two pre-paid ap- 
plications for a total volume of $200, 
000. The annual premium is $5,964 
with agent’s commission of $2,240. 


Conducted Six Week Course 


In Meadville, Pa., Stephen M. Chase, 
life manager, and Robert F. Rink, then 
field manager of the Pittsburgh serv- 
ice office, and their staff, conducted 
a six-weeks life course for 14 “stu- 
dents.” Those enrolled wrote a total 
volume of $209,000, with $4,950 annual 
premium, while the class was in prog- 
ress, plus $825 of A&S premium. One 
agent is developing a planned mailing 
method of contacting the mortgage 
holders of his local bank, with perms: 
sion of the bank’s board, in connection 
with homeowners life and disability. 
This is a combination of homeowners 
with mortgage life and A&S. While 
the homeowners policy alone will keer 
the family in the home, the new com- 
plete coverage keeps the home in the 
family. 

In addition to training through 
schools and in seminars, the life com 
pany offers a scholarship program for 
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those taking courses offered by Life 
Underwriter Training Council and for 
those taking courses leading to the 
CLU designation. For successful CLU 
candidates, INA picks up the ex- 
nses of the examination and half 
the cost of tuition and books. 


Other Training 

For larger agencies, the life com- 

y urges the establishment of a life 
department, headed by a specialist. 
in his behalf, the life managers un- 
dertake to provide advanced training 
comparable to that of a career agent 
in a conventional life agency. This 
includes a special course of study, 
stimulating him toward the CLU de- 
gree, working with him in the field, 
and assisting in organization, pros- 
ecting and with advanced underwrit- 
ing situations. 

The company is planning to conduct 
seminars in various service office 
areas. These will include discussions 
on programing, estate planning, 
business insurance and key man A&sS, 
with emphasis on selling methods. 
Also planned is an advanced course 
in the form of regional conferences to 
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SUN LIFE HAS OPENED 
TWENTY-FOUR 
NEW BRANCH TERRITORIES 
IN NORTH AMERICA 
TO SERVE THE 
EXPANDING BUSINESS 
OF ITS REPRESENTATIVES. 
SUN LIFE IS 
A PROGRESSIVE COMPANY IN A 
PROGRESSIVE INDUSTRY. 






SUN LIFE 
OF 
CANADA 


$3 billion paid in policy benefits 
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which agents who meet prescribed 
qualifications of production will be 
invited. A pilot program for estab- 
lishment of an agents’ life school at 
the home office was held last fall. 
Additional intensive two week courses 
will be offered two or three times a 
year as occasion demands. 

The training division has prepared 
a series of “sales units,” each relating 
to a specific insurance need, complete 
with discussion of the philosophy, ap- 
proach, prospecting technique, _ in- 
structions on how to conduct an inter- 
view and sales talks. The series is 
particularly appropriate for the gen- 
eral lines agent who cannot take time 
for more formal life schooling. 


Results To Date 


To date, the 100 field men in the 
group’s 34 service offices have placed 


4,100 independent agents under con- 


tract with the life company. About 
90% of these represent other INA 
companies. This field organization is 
expected to continue its growth in 
1959 so that by the end of the year, 
130 salaried sales specialists and 6,000 
independent agents should be under 
contract. 

Since, with one exception, no major 
life company has ever been estab- 
lished without the use of full-time 
agents, the life company has in addi- 
tion to the 34 service offices, 10 career 
agencies, staffed with 30 field man- 
agement men. 

Life of North America set a “new- 
company” record in 1958, its first full 
year of operation, with $54,660,000 of 
paid ordinary life, and group life of 
$65,088,000 with a premium income of 
$2,640,000. At Dec. 31, 1958, the total 
in force life volume for both ordinary 
and group was $139,981,000, placing 
the company well on its way to $1 
billion dollars of life in force within 
10 years. On the basis of new ordinary 
business placed in force in 1958, the 
company ranked among the top 10% 
of 1,341 U.S. life companies. 


Agency Of Future 


What is the significance to agents 
of INA’s marketing philosophy? Brad- 
ford Smith Jr., executive vice-presi- 
dent of North America, has projected 
the answer in a forecast of a hypo- 
thetical agency of the future: 

Two successful agents—Jones, a life 
man, and Brown, a fire and casualty 
man, saw advantages in joining forces 
for one-stop service. They could see 
expanded sales merely by working 
over their combined client and pros- 
pect lists. They knew they could af- 
ford to do a better job, since the com- 
bined premium would support im- 
proved service to each insured. 

Then there was the possibility of 
savings in clerical help and office rent. 
This set them to thinking about over- 
head. They reasoned that they had 
two major problems. The first was the 
overhead involved in handling per- 
sonal insurance—particularly the 
smaller items. In order to increase 
their net profit materially, they would 
have to find some way to reduce the 
clerical work, because it was not only 
expensive, but also absorbed valuable 
time which could be more profitably 
devoted to the sales and service they 
wante’l to advertise and merchandise. 

The second was the problem of hav- 
ing competitive rates and forms of 
coverage to offer. They were well 
aware of the inroads being made by 
specialty companies and direct writ- 
ers, using a combination of low rates 
and sales service to make their gains. 
They also knew that the low rates 
were made possible by the savings 
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ACCIDENT POLICY 


$25,000.00 in event of Accidental Death 


$ 500.00 per month as long as insured is 
totally disabled as the result of 
an accident. 


e Annual Premium $79.40 


e Top Commissions 


Here’s your chance to GO places 


e+» with the GO Company 


REPUBLIC NATIONAL LIFE Insurance Company « Dallas, Texas 
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achieved through the bulk machine 
handling of the details of policy writ- 
ing, collections and bookkeeping at 
the company level. It was easy to see 
that otherwise the premium must in- 
clude an extra amount with which to 
pay each agent individually to per- 
form services that could be handled 
on a volume basis by the company at 
a fraction of the cost. 

What to do about these questions 
caused considerable debate and nearly 
wrecked their plans. Jones, the life 
man, was all for finding a company 
that would take the detail of policy 


ReNATIONAL UNDERWRITER 


writing and collections off their hands. 
He was accustomed to that method 
and liked it because it took care of the 
collection problem and relieved him 
of having to spend non-productive 
time on details. 


Depended On Insulation 


But Brown demurred. He had al- 
ways felt that the principle of his 
ownership of expirations depended 
upon insulating his clients from the 
company insuring them. Moreover, it 
would lessen his stature in the eyes 
of his clients if he did not handle the 


premium. Then there was the proba- 
bility that the commission would be 
less. 

Jones argued that he had never ex- 
perienced any problem with these 
considerations and that, in fact, he 
found the life companies eager to build 
up his prestige with his clients and 
to protect his accounts. Also, he 
thought that an agreement could be 
worked out providing for a reasonable 
vesting of rights to renewal commis- 
sions which would probably be just 
as good, if not better, than the present 
uncertain arrangement. After all, he 





IT PAYS TO SHOP 
NATIONWIDE GROUP 


Wakefern Food Corporation of Elizabeth, New Jersey 
discovered this when it switched to Nationwide. 
Wakefern represents 76 cooperatively owned 

Shop Rite Super Markets. As in any firm... publicly 
held or privately owned...Wakefern’s management 
wanted top-notch health insurance protection 

to cover its stores at minimum cost. 

Nationwide combined the requirements 

for each store into one flexible plan. 


Mr. Maurice Blond, (Left) Blumencranz & Company, agent of record, 
with Mr. David Angus, Jr., Nationwide Regional Group Manager and 
Mr. David Silverberg, Director of Special Services, Wakefern Food Corporation. 


SNATIONWIDE MUTUAL INSURANCE COMPANY » NATIONWIDE LIFE INSURANCE COMPANY - HOME OFFICE: COLUMBUS, OHIO 
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New ldeas fora New Era A 


No matter what kind of firm you 
represent it will pay you 

to have a proposal 

from Nationwide. 

Just contact: 

Nationwide Group 

Sales Department, 

246 North High Street, 
Columbus 16, Ohio. 
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argued, the policyholder is the 
owner of his insurance expir tig 
he’s the boss. fa 
As to the commission question, " 
agreed that the important thing y 
their net profit rather than the » 
centage of commissions. They »& 
afford to take less commission jy 
had commensurately less  overhul 
and more competitive rates and fom 


First Consideration To Buyer 


In the end, Brown came tg 
conclusion that public favor would 
to the agents and companies that 
the buyer first consideration, ang 
since technological advances hag ; 
such a premium on team Work jy 
tween agent and company, he bei 
better join up with Jones to e 
that principle in the interest of the, 
policyholders and themselves, 

Having got that far, their next prb 
lem was to decide on company Tepe. 
sentation. Obviously, they Would neg 
a company whose business philoso, 
meshed with theirs. That didn't » 
pear to be so difficult because 
companies seemed to be talking 
same way. What was lacking was » 
tion. They would have to be Careh 
to select a2 company that not only hai 
the will to act, but also had the, 
sources in money, manpower and map. 
agement. They also discussed 
question of whether they should 
present separate life, fire and cag 
alty companies, or an integrated grop 
The answer came quickly, since ty 
necessity of the integrated group { 
carry out their principle of one-stay 
service was obvious. In addition, a 
integrated group would solve the pm}. 
lem of overlapping coverages api 
provide for complementary covers, 


Decide On Representation 


After much _ thoughtful planning 
Jones and Brown launched their lif 
fire, casualty insurance service. The 
had no difficulty in working out 2 
equitable arrangement with an in 
grated group of companies and so 
found themselves multiple line agent 

It was now up to them to put the 
principles into practice. Their fir 
move was to separate their more f- 
tricate special risks and commerti 
business from the semi-standardizi 
mandatory and personal business. F 
the latter, they set up a plan to com 
bine policies wherever possible, 
bring about common expiration dat 
to put premium payments on a budgi 
plan where wanted or needed, 
finally, to see to it that they handle 
all of a client’s personal insurance. 


Efficient Handling Arranged 


Next, they made the necessary @ 
rangements with their company gr0lj 
to take over the writing of policie 
including renewals, the collection q 
premiums, and the integration of hes 
accounting systems so that every ¢ 
tail possible was handled mech 
ically at the least cost to the agen 
and the company. These were radi¢ 
changes from past procedures, @ 
they approached them cautiously 
order to make sure that they were 
losing any of their effectiveness * 
taking care of their clients’ needs. A 
tually, they found that by improve 
organization of their records, and & 
use of multiple line policies they ¢# 
do an even better job. i 

Moreover, they saved so much tn 
and effort that they were able tog 
more attention to the development # 
commercial and special hazard ie 
which offered a high profit potent 

Gradually, other agents of the grou 
adopted the same principle of opé 
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tion, and the overhead of the compa- 





| 1S the niés came down. They too had been oe 
expiratag able to effect some real economies. 4 
a Their collections improved immensely. WE SAI D j eeece 
1Uestion, fi, Instead of having two to three months’ 
nt thing premiums outstanding, they were D WE A RE 7 L AD | 
han the me practically on a current basis. Work AN ® 
They in their statistical units dropped way 


ission if the 
‘SS OVerhpa! 
eS and fom 


lyer 


down due to the reduction in cancella- . 
tions and the mistakes that had to be YESTION WAS: 
backed out of the figures. Unproduc- THE Q 

tive work in the field offices dropped 

off as petty differences with agents 

disappeared, and some of the time WHAT ABOUT THE AGENT WHO IS 
saved was absorbed in more fruitful 

sales and loss prevention efforts. INTERESTED IN 


came to 
Or would; 
‘ies that 


lon, and Rates Reflect Economies 


Ice: 

m wall In due course, the rate levels of 

ny, he by 2025 GLENWOOD AVENUE the companies reflected the operating 

2s to TOLEDO 2, OHIO economies, making them highly com- 

rest of se petitive with other insurers. Jones 

Ives. and Brown enjoyed a rapid upsurge This company subscribes to the policy of encourag- 


in net earnings. The public seemed to 


ir next prj ing underwriters who are qualified to go into man- 
apany n sense and to favor the management agement work 
I would ig LEADING PRODUCERS policy that brought them lower rates 9g : 
'S_philosoph OF STOCK — CUSTOM — OR and better service. This made Brown Instead of waiting for an opportunity to unfold, we 


feel more secure than ever over 


t didn't TAILORED FILMS FOR THE frequently go to considerable lengths to create an 


the ownership of expirations, because eae : ic rj 
ecau ; ripe. 
talking th INSURANCE INDUSTRY they were pleasing their boss—the opportunity when the time is rip 
cing was % customer. But equally important was Our Assistant Manager plan permits an individual 
© be carehi the fact that they were not plagued who is ready for management to devote part of his 
hot only ha pai h oe beige riogi time to building and training a unit within an 
had th ofore had seemed to grow just as ; ee : perpen 
ran Bj rapidly as their business. The new ar- agency office. The balance of his time is spe 


rangement put them in a position to personal production. An intensive training period 


scussed { ; hs 

re increase their volume with a mini- precedes this type of activity. 

e = Cast gi pg eek: INA Our experience has shown that this plan permits a 
ra ed PTOUD ’ e . “Lene L 
# sind : feels, is not utopian. It is the logical man to build solidly for the responsibility of full 
ad group : and inevitable method of efficient in- time management. 

of on e-stef Mel = surance retailing which is already 


steadily growing out of INA’s mar- We are proud of the fact that over two-thirds of our 
keting philosophy and the practical present managers have “come up through the 
steps the group is taking to implement ranks” of our own organization. 

it. 


Life & Casualty Rider 


addition, a 
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7 MINUTES... 


This series of advertisements first appeared in 1947. Since 


+ pani] FAB-OF ACTION PACKED Guarantees Insurability then, we've grown from $¥; billion to $2% billion in force. 


d their lif 


i i ilos , has *hanged... ize has quintupled. 
vi IVATION TO ~ Life & Casualty has introduced a Our philosophy has not changed our size k 
“ing oath Fey eet pemuentiaes cian poe may We like to think these and other basic beliefs had some- 
th an in be added to life and endowment poli- thing to do with it. 
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Protective, has been elected president a 

of Oregon Assn. of A&H Underwrit- OF 

ers. Other new officers are C. J. Pe- dundiia Vile tAaaNaune 
| potent terson, North American Accident, vice- : REGION SINCE 1891 

the grow president, and H. W. Trueblood, Ins. 


of ope Co. of Oregon, secretary-treasurer. 
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Home Office Changes 


John Hancock 


Charles A. Conner and John V. 
Sullivan have been promoted to staff 


assistants in the general accounting 
division of the controller’s depart- 
ment. Mr. Conner entered the ad- 


ministrative training program in 1946, 
Was appointed general accountant in 
the controller’s department in 1949, 


assistant division manager in 1952 and 
manager in 1954. Mr. Sullivan joined 
John Hancock in 1951 as a junior cost 
clerk in the research and expense 
analysis area, later filling the posts of 
cost accountant, senior cost account- 
ant and chief budgetary cost account- 
ant in the production standards and 
budget reports area. 








| NEW HOME—ORLANDO, FLA. 
NEW COMPANY—PROTECTIVE LIFE 
NEW INCOME—$3,886 EARNED IN 3 MONTHS 


Orlando, 


Life with 


perience 





J. Edward Mac- 
Eachon — his success 
story is typical of 
many enjoyed by rep- 
resentatives of Pro- 
tective Life. 


in commissions. 

The MacEachons are happy in Orlando. Ed 
is happy in his association with Protective Life. 
The Company is pleased and proud to have Ed 


For Information 
about Protective 
Life General Agen- 
cy opportunities, 
write Charles B. 
Barksdale, Agency 
Vice-President. 


as a 
vicinity. 


William J. Rushton 
President 


J. Edward 


with his wife and two sons. 
since then the whole family has fallen in love 
with Florida living. 

Ed is also a new representative of Protective 


He joined Protective Life with 14 years’ ex- 


impressive record of production with other well 
known companies. 

Ed joined Protective Life because it gave him 
the opportunity to live in Orlando, and because 
of his increased income earning potential. Since 
the move, 
During the first three months, he earned$3,886.26 


representative in 


The future looks bright for Ed MacEachon 
and his family. 


MacEachon is a new resident of 
He moved there in late 1958 
In the few months 


Fla. 


the K. D. Cash Agency in Orlando. 


in the life insurance field, and an 


Ed has almost doubled his earnings. 


the thriving Orlando 
















Serving the South 
Since 1907 





PROTECTIVE LIFE BUILDING 
BIRMINGHAM, ALABAMA 
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Washington National 

Ernest E. Cragg, 
regional group su- 
pervisor for six 
states, with head- 
quarters at Wash- 
ington, D. C., has 
been promoted to 
regional director in 
the group depart- 
ment at the home 
office, with re- 
sponsibility for 
sales and service in 
the eastern half of 
the country. He 
began with the company in 1948 as a 
group representative in Ohio, was 
transferred to Washington in 1950, pro- 
moted to assistant group supervisor in 
1951, supervisor in 1952 and regional 
group supervisor there in 1957. He is 
a CLU. 


Provident Mutual Life 


Sewell W. Hodge, secretary and 
treasurer since 1953, will retire at the 
end of the month after 43 years with 
Provident Mutual. He was elected 
assistant treasurer in 1924 and treas- 
urer in 1929. He is treasurer and a 
trustee of American College. 

Succeeding Mr. Hodge in his two 





Ernest E. Cragg 


October 10, Je 





posts will be William C. Trap, 


2nd 


vice-president, 


securities, _ 


will become 2nd vice-president ay 
secretary, and Clifford G. Dennis } 
financial secretary, who will take oy, 
as treasurer. Mr. Trapnell joineg y, 
company in 1948 and was electeg bi 
vice-president, securities in 1952 ; 
is a past president of Financia] An. 
lysts of Philadelphia. Mr. Dennis, Wh 
joined the company in 
named assistant financial secre 
1952 and financial secretary in jg 


1946 


Lincoln National 


Jay R. Thomas has been Promots 
to the newly created post of sue. 


» We 


visor of agency department, gener 


and will supervise administra, 


matters in the home office agen 
department. He joined Lincoln y, 
tional ir. 1.945. 


Great National 


E. W. Marshall has been appoint 
vice-president of the group doepar, 
ment. He has been with Califo. 
Western States Life for 12 years, 


Aetna Life 


John T. Kearney has been promote 
to personnel director. He joined Aety; 


Life affiliated companies in 1949, wy, 
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National Fidelity Life 
PRESENTS ITS NEW EMBLEM 


Since the beginning, over 44 years ago, the people of NFL 
have wholeheartedly pledged themselves to these lasting values: 
strength, character, and faithful devotion to service. Constant 
fulfillment of this pledge has been the inspiration for its past 
development and the motivation for its ever-continuing gro 
So it is fitting that this triad should remain an integral part 


of our new emblem. 


Inscribed on a perfect triangle, and later superimposed on 4 
shield, symbol of protection, these qualities have been the focal 
point of our emblem throughout its evolution. They are now 
personified by the knight—traditional symbol of strength, char 
acter and service in the highest order. 












National Fidelity [Life 


INSURANCE COMPANY 


e KANSAS CITY ¢ 
W Ralph Jones, President 


M 
v 


It seems especially appropriate that this human figure 
included, for it serves as a reminder that it is the dedica 

people of NFL who have made our emblem meaningful to 
, others: the symbol of good insurance with a good company; the 
mark of a strong, secure but warm and friendly institution. 

Presented during an era of accelerated expansion, this emblem 
also announces new opportunities for Direct Brokers, Gen 
Agents or Salaried Supervisors. Write: Vice President Kemp 
W. Wood, Dept. NU-109. 
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*Surance commissioner 


October 10, 1959 


later named employment supervisor, 
tperintendent of the personnel de- 
partment and, in 1957, assistant sec- 


retary. 
Southwestern Life 
Everett G. Brown, with the com- 


any since 1920 and vice-president 
and actuary since 1929, has been ap- 





G. H. Connolly E. G. Brown 


ecutive vice-president. He 

been succeeded as actuary by 
p oon H. Connolly, a,member of the 
company’s actuarial staff since 1937. 


pointed ex 


Union Life, Ark. 

Jack Stephens, president — of 
Stephens Inc., was named president 
of Union Life at a meeting of the 
directors. He succeeds J. Wythe 
Walker, who resigned. On Sept. 15, 
Mr, Walker announced that he and 
his family had sold their controlling 
interest in Union Life to Stephens 
Inc, the investment firm of W. R. 
Stephens and Jack Stephens. Mrs. 
Elmo Walker, widow of the late Elmo 
Walker who was one of the company’s 
founders in the early 1920s also re- 
signed from the Union Life board. 

New officers in addition to Jack 
Stephens are A. Nils Florentz, former 
secretary of the company and now its 
vice-president, and Vernon  Giss, 
secretary. J. E. Felker, one of the 
founders, continues as a_ director. 
Added to the board was George S. 
Dickey. Messrs. Giss and Dickey are 
associated with Stephens Inc., the 
latter as vice-president and the former 
as secretary. 

J. Wythe Walker indicated that he 
will devote his time to managing his 
family’s investments and to real es- 
tate development. 


Central National, Omaha 
Roger D. Petersen has been ap- 
pointed senior underwriter. He has 
been with Security Life & Accident 
for five years in the direct and re- 
insurance underwriting departments. 
William F. Higley has been ap- 
pointed supervisor of underwriting 
service. He was formerly with the 
Omaha office of New York Life. 


Life Of North America 


Dr. Francis E. Demarais has joine? 


‘Tthe staff of the medical department 


and will be associated with Dr. Samuel 
R. Moore, medical director. Dr. Dema- 
ras has been assistant medical di- 
rector of Penn Mutual Life. 


Security Of Minneapolis 
A. Herbert Nelson, Minnesota in- 
1951-53, has 
been elected a director. He has been 
in the business since 1931 and _ is 
owner of the A. Herbert Nelson & Co. 
agency. 


FIRST PYRAMID LIFE—Robert L. 
Hickerson has been named training 
supervisor. He joined the company 
in 1958 as assistant supervisor in Pine 
Bluff, Ark., and until his promotion 





d been assistant supervisor of 
taining in the home office. George 

yer, vice-president Blair & Co., 
has been named a director. 


XUM 


LIFE INSURANCE EDITION 21 


.AMERICAN FOUNDERS LIFE of 
Austin has appointed Vice-president 
James A. Cunningham acting direc- 
tor of agencies. 

M. T. Utley has resigned as vice- 
president and director of agencies to 
become vice-president and sales man- 
ager of W. E. Stephens Manufactur- 
ing Co. of Nashville. 


Elected directors of AMERICAN 
FRONTIER LIFE of Memphis are E. L. 
Shinnick, president, and W. C. Ralston, 
executive vice-president. 


SOUTHERN LIFE has elected Roy C. 
Sewell, a director. He is in the invest- 
ment business at Sherman, Tex., and 
is president of Urban Land Co. there. 


CALIFORNIA LIFE has appointed 
Frederick R. Duda assistant to Beryl 
B. Stolper, general counsel. 





Denver Agents’ Drive For 


Members Is Successful 


A successful membership campaign 
has been conducted by Denver Assn. 
of Life Underwriters, commencing 
with a luncheon for new agents. The 
membership committee invited 152 
agents in the business less than 18 
months and their general agents to the 
luncheon which was addressed by 
newcomers, who gave their pattern for 
acquiring business. The 2-week cam- 
paign resulted in 60 new memberships. 
Wis. Natl. Raises Discount Rate 

Wisconsin National Life will now ac- 
cept premiums paid in advance with 
an interest rate of 4% (formerly 3%). 
The maximum amount has been in- 
creased from $30,000 to $50,000. 


Chicago Managers To Hear Kent 

Sidney A. Kent, 2nd vice-president 
Prudential, Chicago, will address the 
Life Agency Managers of Chicago, 
Oct. 14, at their luncheon meeting at 
the Mid-Day Club. His topic is “As 
I See It.” 














A Real Salesmaker... 


COLONIAL’S NEW 


INSURABILITY RIDER 


Protects policyholder’s future insurability by 
providing guaranteed purchase options at 
stated three year intervals between ages 25 
and 40. 


Annual Cost of Rider per $1,000 for Whole 
Life: 


At age 15 — $ .69 
At age 20— 86 
At age 25 — 1.08 


ISS 
Ma 97 Home Office: East Orange, New Jersey 


An affiliate of Federal Insurance Company Managed by Chubb & Son 














AMERICA'S INFORMAL 
BUSINESS CAPITAL 


You will find at The Greenbrier the perfect setting for 
your conference, whether it be for ten or a thousand 
people. The new, air-conditioned West Wing has an 
auditorium with a 42-foot stage, new sound and pro- 
jection machines, splendid banquet arrangements, and 
a theatre with a CinemaScope screen. Accommoda- 
tions are magnificent; the food is gourmet fare. For 
after-session enjoyment The Greenbrier’s recreational 
facilities are unsurpassed. And our staff of experts not 
only helps in planning your program, but they also 
handle the details to carry it through successfully. 


Special Winter Rates available on request. Include a 
spacious, luxurious room and The Greenbrier’s tradition- 
ally fine meals, green fees (our courses are playable much 
of the winter), swimming in mosaic tile indoor pool, mem- 
bership in the Old White Club and gratuities to service 
personnel. EFFECTIVE DEC. 1, 1959-FEB. 29, 1960. 


FOR INFORMATION write Charles L. Norvell, Dir. of Sale :. 
Also reservation offices: New York, 17 E. 45th St., MU 2-4300 
Boston, 73 Tremont St., LA 3-4497 « Chicago, 77 W. Wash- 
ington St., RA 6-0624 + Washington, D. C., Investment Bldg., 
RE 7-2642 » Glen W. Fawcett: San Francisco, 1029 Russ Build- 
ing, YU 2-6905 « Seattle, 726 
Joseph Vance Building, MU 
2-1981 + Dallas, 211 N. Ervay, 
RI 1-6814 + Los Angeles, 510 
West Sixth Street, MA 6-7581. 


WHITE SULPHUR SPRINGS +- WEST VIRGINIA 


THE 





Changes In The Field 


Provident Mutual Life 


Frederic E. Sup- 
ple Jr., former su- 
pervisor at San 
Francisco, has been 
appointed manager 
of a newly estab- 


lished agency at — 
Sacramento. He —" 
joined Provident . 


Mutual in 1951 and 
is a life member of 
MDRT. 





Frederic E. Supple Jr. 


Northeastern Life 


S. Samuel Wolfson, a director and 
member of the board’s agency com- 
mittee, has been appointed agency 
consultant to the newly opened metro- 
politan agency department at 51 East 
42nd Street, New York. From 1929 


until last February, Mr. Wolfson was 
general agent of Berkshire Life in 
New York. He has been treasurer and 
chairman of New York City Life Un- 
Cerwriters Assn., president of New 
York City Life Managers Assn. and 
president of Midtown Managers, Assn. 
He is a CLU. 


Equitable Society 

Unit managers named and_ their 
headquarters are Winfred G. Strother, 
New London, Conn.; Robert L. Cozlin, 
Washington, D.C.; Carol L. McBride, 
Elyria, O.; Orlo H. Smith, Canton, 
O.; H. B. Parsons, Oklahoma City, 
and Thaddeus P. Coleman Jr., Castro 
Valley, Cal. 


Nationwide Life 
Robert O. Grinnell, formerly sales 
training manager for western Penn- 
sylvania, has been appointed region’.! 
sales manager in the region ccompris- 








out in front 


A Bankerslifeman is our contact with the public. The impression 


he creates is a reflection upon himself ... our Company .. . and 


in front.” 


the entire insurance industry. He is truly the man who is “out 


This is why we carefully choose and thoroughly train every 


Bankerslifeman. He is taught to take a professional view of his 


work—service becomes his watchword. He is given a thorough 


knowledge of life insurance and its many uses so he may have 


service. 


both the desire and the skill to give competent counsel and 


A Bankerslifeman knows he is “out in front” in another way— 


he knows his Company is one of the true pioneers in developing 


new ideas to fit the changing needs of the public. He is proud to 


BANKERS 


say he was the first to carry the now popular Guaranteed Pur- 


chase Option and the Wife Protection Rider in his brief case. 


COMPANY 


DES MOINES, IOWA 


HeNATIONAL UNDERWRITER 








ing Pittsburgh and seven counties in 
southwestern Pennsylvania. He bc- 
gan his Nationwide Life career in 


Syracuse, in 1951, and became sales 
in 


production manager in Buffalo 


1955. 


Pan-American Life 


Carl E. Patter- 
son has been ap- 
pointed general 
agent at Atlanta, 
where he has been 
manager of the 
ordinary division 
of Union Central 
Life. He was also, 
from 1950-56, gen- 
eral agent for 
North Carolina of 
National Life of 
Vermont and b2- 
fore that was with 
Penn Mutual at Atlanta. 





Carl E. Patterson 


Prudential 
Fred L. Gruen, staff manager at 
New sBrunswick, N.J., since 1955, has 
been appointed district manager at 
New Rochelle, N.Y. He joined the com- 
pany as an agent at Summit, N.J., in 
1941, and became a training consultant 

at the home office in 1952. 





October 10, jum Octobe! 









been dis 
york Li 
delphia 


Victor Lurie has been named dis, 
trict manager at Irvington, NJ, 
fill the vacancy created by the con, 
tinuing illness of Karl S. Pennell, y, 
Lurie joined Prudential in 1932 ani 
since then has been manager of di, 
trict agencies in New York and Eliz, 
beth, N.J. He is a past president P 
Bronx Life Underwriters Assn. . 













Franklin Life 








Arthur C. Livick 
Jr. has been named 
executive director 
of sales for Virgin- 
ia. He will estab- 
lish offices in 
Richmond. He has 
seen manager in 
Knoxville for Mu- 
tual Life of New 
York. 

















A. C. Livick Jr, 


Life Of North America 


Albert K. Lennan has been nama 
eastern regional group manager 4 
Philadelphia. He entered the life bys. 
ness in 1947 as an agent with Stat 
Mutual Life and, more recently, hg 


Mark 
tive mé 
agency 
Thomso! 





N ew Monarch PREM 


Now not only can Monarch men provide all the insurance 
coverages their clients need — fire and casualty as well as 
non-cancellable health and accident and all forms of life— 
but their clients can pay for all these coverages in one con- 





IUM PAYMENT PLAN§ 








surance 
three ye 











W. E. F 
venient monthly payment! mer 
SysteMatic — with two level-payment methods available — Francisc 
helps agents write ail lines on each client — helps prevent lise 
lapse because payments are geared to the monthly budget. aa ts 
SysteMatic — the newest reason why the Monarch opportunity F 
is greater today than ever before! 

[FOR FREE MONARCH BROCHURE, WRITE DEPT. NU-2 | Grou 
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« Livick Jr, 
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n district group manager of New 
rk Life. He is president of Phila- 
phia Group Representatives Assn. 


Equitable Of lowa 





_N. Trudeau 
has been appointed 
agency manager at 
Columbus, O. He 
had been Ww! th 

dential’s agen- 
cy there since 1949, 
js staff manager 
since 1956. 









A. N. Trudeau 








Great-West Life 


w. R. Davidge has been appointed 

manager of a new district office at 
Moncton, N. B. He joined the com- 
pany’s New Brunswick branch as an 
agent at St. John in 1957. 


Bankers Of lowa 


Mark Bowman has relinquished ac- 
tive management of the Bowman 
agency at Chicago and James C. 
Thomson, brokerage supervisor in the 





James C. Thomson 


Mark Bowman 


agency since 1957, has been appointed 
manager. Mr. Bowman will continue 
in the agency as manager-consultant 
and will remain in personal produc- 
tio to give personal service to his 
clients. With Bankers Life for nearly 
39 years, he joined the agency headed 
by his father, DeForest, in 1920, and 
became manager in 1937. 

Mr. Thomson, prior to 1957, was as- 
sistant manager of Continental As- 
surance at Chicago for more than 
three years. 


General American 


William E. Pow- 
ell Jr. has been ap- 
pointed general 
agent at Pitts- 
burgh. He was for- 
merly with Frank- 
lin Life for four 
years, and before 
that was an associ- 
ate manager of 
Western & South- 
ern. 

The company 
has transferred two 
group representa- 
tives: Donald E. Hopper from San 
Francisco to Oklahoma City, and Albert 
E. Browning from Detroit to San 
Francisco. Mr. Hopper joined the com- 
pany in 1958, Mr. Browning in 1955. 


Mutual Of New York 


Group and pension specialists named 
group managers are: 

Charles G. Coyle, New Orleans, 
who entered the life business in 1925 
and was New Orleans group man- 
ager of Aetna Life until 1951, when 
he established his own agency. He 
joined Mutual in 1955. 





W. E. Powell Jr. 


tas also been with Mutual since 1955. 








George J. Lavoie, Cleveland, who | 
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Before that he was a supervisor of 
group accounting and_ service 
Columbian National and a_= group 
agent with Security Mutual of New 
York. 

C. Allan Stark, San Francisco, group 
specialist since 1953. He was also dis- 
trict manager of the group depart- 
ment of Zurich General Accident & 
Liability. 

Thomas E. Throp, Los Angeles, who 
joined Mutual’s sales staff in 1955. 

Albert E. Wayne, Chicago, who has 
been with the company since 1956. 
He entered the life business in 1941 
and later was named southwest re- 
gional group manager of Continental 
Assurance. 


Lincoln National 
Norman S. Slick has been named 
supervisor in the Wilson Slick agency 
at Johnstown, Pa. He entered life in- 
surance with the Slick agency, of 
which his father is general agent, in 
1949. 


Republic National 


Harry Leak and Thomas T. Slaugh- 
ter have been named managers at 


Dallas and Shreveport, respectively. 





Thomas T. Slaughter 


Harry Leak 


seven years. He succeeds Charles 
Shedd, who has retired after 13 years 
with Republic National. Mr. Slaugh- 
ter replaces L. Roy Smith, who is: re- 
tiring. 


UNITED OF CHICAGO has trans- 
ferred James H. Park, assistant man- 
ager at Houston, to Oklahoma City 
where he will be district manager. Ar- 
mond O. Wright, assistant district man- 
ager at Houston, has been appointed 
district manager at Dallas. 


23 


GUARANTY INCOME LIFE has ap- 


for Mr. Leak has been with the company pointed Arnold Braddock and Grover 


C. Grantham general agents at Shreve- 
port and Monroe, La., respectively. 
Mr. Braddock has been general agent 
for Lee Life and Mr. Grantham general 
agent for Reliance Life. 


FIRST PYRAMID LIFE—Charles 
A. Leidy Jr. has been named agency 
manager at Little Rock. He was pre- 
viously assistant manager for Union 
Life’s Little Rock agency. 


LINCOLN LIBERTY LIFE has ap- 
pointed Donald W. Hermanson director 
of sales at Lincoln, Neb. He was a 
field supervisor there. 


AMERICAN LIFE OF NEW YORK 
has appointed Herman Feingold brok- 
erage manager and supervisor of the 
Boklan agency at New York. 





The agents advisory committee of 
Federal L.&C. has elected Allen Birn- 
baum, New York, chairman and 
Harvey Chadwell, Lansing, Mich., 
secretary. 








You've Heard About - 
“TOGETHER-NESS”, of course? — 


That means us,.. our heads-up Field Force,..and 
our more than 8% million policyholders (more 


every day), all enjoying security together. 


THE 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE NASHVILLE, TENNESSEE 
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Fe NATIONAL UNDERWRITER 


Editorial Comment 


Applause For The New York Department 


The New York department, we 
belicve, has done a wise and states- 
manlike thing in making an official 
clarification of regulation 39, the di- 
rective by which it seeks to put an 
end to minimum deposit abuses by 
curbing the high early cash value 
policies on which the minimum deposit 
plan is based. 

Department technicians worked long 
and hard over the substance and the 
wording of regulation 39. The insur- 
ance superintendent held hearings on 
a draft version and everybody con- 
cerned had a chance to speak his 
mind. Then the department people 
went to work again in an effort to 
make as certain as possible that the 
final version did precisely what was 
intended and nothing that was not 
intended. 

Consequently, it would be quite un- 
derstandable if Superintendent Tha- 
cher and the department’s career 
experts were not only disappointed 
but a bit miffed at protests that regu- 
lation 39 left considerable to be de- 
sired as a road-map for those com- 
panies that recognized that they had 
to go along with the department’s di- 
rective but didn’t want to go to ex- 
tremes not required by it. Moreover, 
there were companies not even in- 
terested in anything resembling mini- 
mum deposit or high early cash value 
policies that nevertheless saw in regu- 
lation 39 possible restrictions that 
might be held to apply to some of their 
operations. 

To admit that regulation 39, after 
all the work that had gone into it, 
still needed clarifying was, in a word, 
“big.” It was a lot bigger than the 
easy, face-saving course of saying to 
the puzzled companies, “There’s the 
regulation. We think it’s perfectly 
clear.” 

Such a course would have left it up 
to the companies to do their own 
guessing as to the meaning of the 
ambiguous portions or waste time and 
money taking the matter to court. 

Instead, the department arranged a 
meeting with a cross-section of pro- 
fessional talent from the business so 
as to find out just what needed inter- 
preting and how best to state the de- 


partment’s intention in words. The 
result is a set of administrative rules 
which are bound to be helpful in re- 
solving this puzzling problem. 

It is not surprising that the prob- 
lem of curbing minimum deposit 
abuses was a vexing one, because 
New York has no law prohibiting the 
minimum deposit basis of selling nor 
the issuance of first-year full-reserve 
policies. As a matter of fact, giving 
the policyholder the right to borrow 
or cash in the full reserve as early 
as possible has long been looked upon 
as highly commendable. But on the 
other hand, discrimination between 
essentially similar classes of policy- 
holders is not permitted, so the de- 
partment went after the first-year 
full-reserve policies as giving some- 
thing to favored policies that was 
denied the less fortunate. 

If these companies had been giving 
the same high early cash values on 
all policies right along, the New York 
department would have been unable 
to rule them out on the basis of dis- 
crimination, even though minimum 
deposit abuses were vastly more flag- 
rant and more numerous than even 
the severest critic has charged. But 
the fact that none of the high early 
cash value companies were giving 
these values equally early on all con- 
tracts gave the department what it 
considered an Achilles’ heel to shoot 
at. 

As is usually the case, the problems 
of hitting the real target while aim- 
ing at something else were extremely 
complicated. Not only was there the 
danger of failing to achieve the ob- 
jective—curbing minimum deposit 
abuses—but of hampering something 
quite unintended, like specials and 
other graded premium plans. 

As another string to its bow, the 
department had _ section 213, the 
famous expense-limitation provision 
of the New York insurance law. By 
ruling that the premium used in com- 
puting the expense margins should not 
be the contractual premium but, in- 
stead, the contractual premium less 
the first-year policy loan, the depart- 
ment hoped to discourage the writing 
of minimum deposit business even 


outside New York state by forcing com- 
panies to hold commission rates to un- 
attractively low levels. The theory 
behind this move was that minimum 
deposit business is essentially term in- 
surance for the face amount less the 
loan and commission rates should be 
pitched accordingly. 

Some companies have been disposed 
to question the department’s right to 
make this drastic change in the gen- 
erally accepted definition of what a 
“premium” is. If any company is suf- 
ficiently interested, the point will 
doubtless be tested in the courts. One 
basis might be that when section 213 
was enacted the legislature had no 
thought that the word “premium” 
would be interpreted other than as it 
had been generally thought of up to 
that time. Another approach might be 
that since section 213 is designed to 
protect a company’s solvency by cov- 
ering its operations everywhere, not 
just in New York, the department 
had no real basis for invoking sec- 
tion 213 in the minimum deposit situa- 
tion, since there was no ground for 
believing that the solvency of any 
company was being endangered. 

So it can be seen that the depart- 
ment technicians and attorneys had 
no simple or easy task in framing a 
regulation that would put an effective 
damper on the admittedly widespread 
minimum deposit abuses without eith- 
er going beyond statutory authority or 
causing unintended discomfiture to the 
innocent. 

Whether it is really wise or in the 
public interest for any state to have an 
insurance code so detailed and so ex- 
traterritorial in its reach we don’t 
propose to discuss here, except to point 
out that such a law puts on its ad- 
minstrators an almost inhumanly 
difficult task. Too often they are the 
target of irritation that should rightly 
be directed at the law itself. But the 
open-minded, realistic attitude dis- 
played in clarifying regulation 39 will 
do more than anything else to change 
this —-R.B.M. 


Personals 


David W. Tibbott, director of ad- 
vertising and public relations of New 
England Life, and George Schafer, 
assistant advertising manager, were 
among the 102 prize winners in the 
recent “Ulcer Gulch” jingle contest 
run by the Saturday Evening Post. 
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With 98 other advertising men 
women who shared third plage i 
received western 10-gallon hat ints 
awards. 
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Deaths 
aditioné 


Mrs. JOHN KALMBACH, 91, nf ne 
of Leland J. Kalmbach, presiden If” yng 
Massachusetts Mutual, died at Chi 
Mich., following a long illness “¥F 


PAUL P. HOEGEN, 69, sy 
president of Western Catholic Unis ree 
died at Quincy, Ill. after a lon )#e 
ness. He had headed the frat 
since 1951, having been a men 
since 1914. i 


R. FRANK SOYABS, assistant f°" 
cy vice-president of Provident jf Earlier 
& Accident, died at his home in [gfpan revi 
out Mountain, Tenn. He joined py jommitte 
dent L. & A. in 1950 and before ydfne hope 
was with Life of Virginia. epresent 


Mrs. EMMA M. AMBER, 6, aff” 4 
suddenly at her home in Pittsf rie 
Mass. She was the widow of Harrc Unfor 
L. Amber, president of Berkshire {j e prob! 
from 1942 to 1954 and then chaimafr” "coo 
until his death in 1957. She ‘s survinil indled 
by a son, Eugene L. Amber, investm, ident— 
officer of Berkshire. 


Stocks 


By H. W. Cornelius of Bacon, Whipple ¢ 
135 S. La Salle St., Chicago, October 6, wh 






















Bid Asafattained. 
Aetna Life “ é Hopes To 
Beneficial Standard .... 17% I “In all 
Business Men’s Assuran 40 4 n a 
Cal.-Western States ....... 114 yy gam still s 
Commonwealth Life ..... 20% yuithe same 
Connecticut General ..... 3420 hope th 


Continental Assurance . 
Franklin Life 
Great Southern Life 
Gulf Life 
Jefferson Standard 
Kansas City Life 
Liberty National Life . 
























Life & Casualty oo. 20% = a\funderstar 
Life Of Virginia ..cccesssenn 49°80 Mr. Fh 
Lincoln National Life ...........0« 219 te 
National L. & A. ccssssscsssssessensen 10 yy pent thu: 
North American, Il. .......0..cc000 15% if “Moreo 
Nw. National Life ......0.0.000.00.. 96 W fam confic 
Ohio State Life oe 250 if. : 
Old Line Life .cccmeeen on * 
Republic National Life .......... nm 1 poiral is ¢ 
Southland Life .......ccccccscescscsssseeseeeee 98 I fand ever 
Southwestern Life «0... 141 M4 Barge am 
Travelers 84 oup ba 
United, Il. 48% 9 prOUp ba 
U. S. Life 39 = # peountry— 
Washington National .............0.+ 59 6 Brededicat 
Wisconsin National Life .............. 45 “Teffort to 

4 ~ toward tl 
Washington, D.C., Blue farce we 
Shield To Increase Rates [ie fires « 


“We in 


Zz 


Medical Service of District of Colur: 
bia (Blue Shield) while raising i 
rates as much as 33% effective De 
1, will, at the same time, extend co 
erage under its plan to include st 
gery in non-hospital facilities, inclu 
ing a doctor’s office or a patien 
home. 

Family surgical-medical will g0 4 
from $4.94 to $6.46 a month. Rate 
creases are comparable to those inst 
tuted last year by Group Hospitaliz 
tion, the area’s Blue Cross organiz 
tion. 

As a result of changes in 
Blues, total bills will show increas 
ranging from less than 4% to mé 
than 16%. 





North American Life of Chicago 
September established a record for tt 
month, exceeding the same month # 
year by more than 19%. Applicati 
during September were up 8% 
September of last year. 
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en to the rank and file employes, 

ve riting of more and more syn- 

iS fh and hybrid groups in which the 
agitional employer-employe concept 

" either completely or virtually absent 
“H, 91, molt the likelihood that if and when 
» Presiden e Keogh-Simpson bill is passed the 
€d at Chey mnefits will be written on a group 
illness, - by most companies make it 
69 arent that the services of the 
>, Sure ser life underwriter are no longer 

iN med by the companies to be as 
the “Boportant as they often proclaim—and 
frater, » in NALU know—them to be,” he 


From Committee 
Ssistant ap: esigned 


rovi ; lier in his statement Mr. Fluegel- 
et > ES seviewed the work of the group 
joined Pr:fommittee, which was appointed in 
d before gugue hope “that in cooperation with the 
ia. spresentatives of the life insurance 
}ome offices we would be able to solve 
ER, 69, dame of the problems that were ap- 
in Pittsfigffearing on the horizon at that time. 

V of Harrigl “Ypfortunately, as time went on, 
erkshire Lis he problems became more acute and 
1eN chaimafine cooperation of the companies 
e “S survivdwindled to the point where it became 
T, investmaffvident—at least to me—that they 
were apparently either unwilling or 
able, or both, to work effectively 
pward finding satisfactory solutions,” 
e said. “I finally found it necessary, 
» satisfy my conscience, to resign 
om the committee, since I felt that 
nothing constructive would ever be 
tained. 


Hopes To Be Proved Wrong 




















ing 


. 244 ” 


17% Mf “In all candor, I must admit that I 


i fpnstill strongly inclined to feel much 
20%  withe same way. However, in the honest 
ps 4 fhope that subsequent events may 


73 ygetove me wrong, I am assuming the 


82 4fchairmanship once again, because I 
21% convinced that something must be 
Re a done in the near future if we wish to 
60  g@pmaintain the agency system as we 
20%  afunderstand it.” 

Pe 2% Mr. Fluegelman concluded his state- 
110 gy gent thus: 

15% if “Moreover, it is my view, which I 


1% fam confident is shared by most people 
250 . in our industry, that the inflationary 
7 x ppiral is encouraged by the widespread 


98 i fnd ever-growing practice of writing 


141 Barge amounts of term insurance on a 


















ints Other ‘Solutions’ If Insurers Lag 


(CONTINUED FROM PAGE 1) 


avoid this result, and we trust that 
the companies will also recognize and 
discharge the serious. responsibility 
which they themselves bear to stress 
much more aggressively than they 
have in recent years the advantages 
and virtues of permanent life insur- 
ance as an anti-inflationary vehicle. 

“In conclusion, let me say again that 
despite the personal misgivings that 
I have already voiced, I am still hope- 
ful that to the extent that legally 
permissible solutions can be found, at 
least some of the group insurance 
problems besetting the industry may 
be solved with the cooperation of the 
companies. I should like to make it 
clear, however, that if the companies 
will not work with our group insurance 
committee, we will be forced to try to 
find such solutions without the benefit 
of their advice and help.” 


2,300 Registration 
At Philadelphia Was 
NALU's 2nd Highest 


WASHINGTON—Resgistration for 
the recent NALU national convention 
at Philadelphia reached 2,300. 

It was the second highest convention 
registration in the association’s history. 
The record was set at the 1957 annual 
convention in Detroit, with a total of 
2,450. 

With next year’s convention sched- 
uled for Washington, D.C., where the 
new headquarters building will be a 
special attraction, it appears likely 
that the Detroit record will be sur- 
passed. 


Harris, Harmelin To Speak 
At Brooklyn Agents Meet 


Abraham Harris, agent of Equitable 
Society at New York, and William 
Harmelin, supervisor of Continental 
Assurance, also at New York, will be 
speakers at the meeting of the Brook- 
lyn branch of New York City Life 
Underwriters Assn., Oct. 14, at 2 p.m. 
in the Collonade Room of the Hotel 
St. George. Subject of their discussions 
will be “How to Increase Your Earn- 
ings.” 






=. y§oup basis. Unless the agents in this At the same meeting, LUTC part 
39 #ountry—and the companies as well— II graduates from Brooklyn will be 
° 2 tededicate themselves to a determined presented with their certificates. 
effort to reverse this increasing trend — 
lue toward the unwise sale of term insur- S. J. Fisher Jr. agency, San Antonio 
ance, we shall all be guilty of feeding general agency for General American 
Rates the fires of a ruinous inflation. Life, topped all other agencies in in- 
t of Colung “We in NALU will do our best to dividual life sold during August. 
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LIBERTY and FREEDOM 


Ihe Statue of Liberty is an 
important symbol to all 
Americans because it repre- 
sents the freedom which is the 
foundation of our way of life. 
Our Company is proud to use 
it as its trademark. 


Men to remain free must pro- 
vide security for themselves and 
their families and most 
American families have found 
life insurance to be the best 
way to provide this security. 


Liberty National Life Insurance 
Company is providing a large 
measure of security for many 
families. Over a quarter of a 
billion dollars is held by the 
Company for the protection of 
policyowners. Perhaps this 
financial strength is one of the 
reasons why more and more 
people each year buy their 

life insurance from 

Liberty National. 





LIBERTY NATIONAL LIFE INSURANCE CO. 


Frank P. Samford, President HOME OFFICE: Birmingham, Ala. 
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* Secustepte Planned Agency Development 











“Security’s Planned Agency Development” program gives: 






Development programs for career 

gents and agency gers with emphasis on the “how.” 
Field-tested visual and audio-visual aids. 
Contracts with high reward for quality production. 
Up-to-date policies such as LIPOA* for today’s buyer. 
















+.-and much more! 
Security Life and Accident Company, with over 


$600,000,000 insurance in force offers quality plans in Life, 
Accident and Sickness, and Group. 
*LIPOA means Life Insurance Purchase Option Agreement 

or ‘Guaranteed Insurability” 














Life & Accident 
Company 


Stuart C. Ferris, C.L.U. 
Agency 
Vice-President 










Security 


SECURITY LIFE BUILDING e DENVER 2, COLORADO 
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INDUSTRIAL 
ACTUARY 


| If you have experience in the actuarial aspects of 
INDUSTRIAL INSURANCE and are a Fellow or 
Near-Fellow, you may be just the man we are 
seeking. 


As a multiple line company with one and one-half 
billion dollars in force, we need a man who will 
become the Industrial Actuary, responsible for the 
actuarial management of one-half billion dollars 
of industrial business. If you are interested in join- 
ing a steadily expanding organization with an ex- 
cellent future, do not let lack of experience in 
certain phases of the Industrial business deter you 
from answering this ad. 


Our new Home Office is located near but not in a 
large midwestern city. A near-by university adds 
to the attraction of our location. Retirements, a 
recent death and the vastly increased utilization 
of actuarial talent in all lines of business have led 
to this attractive opening. 


Your starting salary, based on experience, should 
be attractive and recognition of demonstrated abil- 
ity will be quick and concrete. If you have the 
ability, one year can bring you to the top level in 
our organization. Replies are confidential so please 
give us full facts about yourself and vour aualifi- 
cations. Write to Box K-4, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Ill. 




















Chicago 4, Ill. 


ACTUARY 


Medium size company in Midwest with $20 million Group Term and 
A&S premium income interested in employing actuary with experience 
in Group Paid-Up Life Insurance to create new division. Essential that 
this man have a grasp of the administrative procedures necessary for 
efficient operation in such a line. Will accept an Associate or near 
Associate (if experience warrants) provided individual can attain Fellow- 
ship in a reasonable period of time. 


An attractive salary and job status will be fitted to the individual's 
qualifications. The future offers solid job satisfaction and financial 
fulfillment. All inquiries handled on confidential basis. Write to Box 
K-12, c/o The National Underwriter Co., 175 W. Jackson Blvd., 




















GROUP BENEFITS 
MANAGER 


Major airline has opening in Chicago 
for Actuary to administer Variable 
Pension Plans and Group Insurance 
Plans. University degree in Actuarial 
Science and at least 5 years super- 
visory experience required. Minimum 
age 30. Submit complete resume of 
education and experience to Box K-8, 
c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 


EXECUTIVE ACTUARY 


Old, established Life and A&H company doing 

120 million annual Life volume seeks qualified 
mature actuary (FSA) for vice presidency in 
direction of rapidly expanding operations with 
highest-grade management. Career and future 
of assured promise to the man accepted. Chi- 
cago area. Confidential to Box J-56, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 




















SALES PROMOTION 
AND ADVERTISING 


Wanted: Young man to 35 with good knowledge 
ef the insurance business to supervise sales pro- 
motion ond advertising activities of fast-growing 
ordinary life, credit life, auto, fire and casualty 
companies. Work with top flight sales and ad- 
vertising people in Los Angeles home office of 
$500 million parent corporction. Write in confi- 
dence including background, experience and ini- 
fief salery requirements to Box J-92, cfo The 
National Underwriter Co., 175 W. Jackson Bivd., 
Chicage 4, Il. 


Life Manager 


A new midwestern life and casualty company 
has a real opportunity for responsible position 
for man experienced in home office manage- 
ment level. Preferably familiar with problems of 
new company development. Age secondary to 
experience qual'fications. Salary is open in com- 
pany with sound financing. Replies confidential. 
Opportunity for interview based on letter of 
application. Write to Box J-90, c/o The National 
el Ce., 175 W. Jackson Bivd., Chicago 


Rood Calls New Tax 
Law ‘Basic Pattern’ 


(CONTINUED FROM PAGE 5) 

tains several inequities which will not 
stand the test of time,” he said. “The 
probabilities are, however, that the 
framework of the act will remain the 
basic pattern for the taxation of life 
insurance companies for many years.” 

Mr. Rood, chairman of the advisory 
committee on interpretation of federal 
income tax law of Life Insurance 
Counsel, American Life Convention 
and Life Insurance Assn. of America, 
noted that the new law _ presented 
many problems. For the first time 
since 1920 underwriting earnings and 
capital gains are taxable. But, he 
pointed out, there are many oppor- 
tunities managers of life insurance 
companies can take advantage of to 
reduce taxes. 


Advice On Spending 


“There are several things we should 
not do,” he emphasized. “We should 
not take the attitude that it is all 
right to spend money lavishly because 
it is deductible now. However, we 
can and should measure the tax impact 
on all operations, and we may author- 
ize expenditures, such as for adver- 
tising, which we would have refused 
before because Uncle Sam is sharing 
the expense now. 

“We should not evade taxes. The 
difference between tax avoidance and 
tax evasion is simple. One is honest 
and the other is illegal. We avoid taxes 
in the current year when we mail a 
check for a charitable contribution on 
Dec. 31. We evade taxes when we 
mail the check on Jan. 5 but claim 
the payment was made in December.” 

Mr. Rood suggested a number of 
positive steps that should be taken 
to reduce taxes and urged his audi- 
ence to understand the tax law. Also, 
every company should assign the job 
of tax planning to certain individuals. 


Deciding on Purchase 


The investment officer must decide 
whether he should be purchasing tax 
exempt bonds or regular corporate 
bonds; whether preferred or common 
stocks are a good investment; and 
whether the company’s funds should 
be invested in mortgage loans or real 
estate, he said. The purchasing agent 
must study the relative merits of pur- 
chasing vs leasing equipment. The 
actuary has many decisions to make 
with respect to reserves. 

Finally, he urged that a good deal 





OPPORTUNITY FOR 
ACTUARY 


F. S. A. TO SUPERVISE CONSULTING FIRM'S 
SERVICES TO INSURANCE COMPANIES. 
WILL BE MEMBER OF MANAGEMENT 
GROUP. SALARY OPEN. PROFIT-SHARING 
AND LIBERAL WELFARE PLAN. REPLIES CON- 
FIDENTIAL. SEND BRIEF RESUME TO: Box K-5, 


c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 








GROUP MAN 
AVAILABLE 
with 9 years of successful experience both 
in Home Office and Field. Prefers Midwest 
location. Address Box K-6, c/o The Na- 
tional Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 














SECRETARY WANTED 


By multi-million life insurance broker. Must have 
experience in life insurance with ability in prep- 
aration of proposals and policy audits. $6,000 
per yr. starting salary with opportunity for ad- 
vancement. Give Résumé. 
Write Ra oh L. Stevens 
504 First Nationa! Bank Bldg. 
Miani, Florida 








ANEMIC COMPANIES 


Production-wise, that is. Need a good produc- 
tion man with following? Available due to 
unique situation. Can produce 25 million Life & 
A&H in 12 months. Low acquisition cost. Go 
anywhere. Top reference. Reply Box K-2, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 
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of study be given to the new lay 
it affected acquisitions, mergers, 
organizations, and reinsurance, 
ploye benefit plans should alg) , 
examined carefully. “Under the ; 
act,” he said, “contributions wij , 
deductible in full in computing ». 
or loss from operations, provided 9 
plans qualify under the interna] reve, 
nue act.” 


Dineen Discusses 
Jr. Exec. Programs 


(CONTINUED FROM PAGE 5) 
ties are available to him. Not all », 
ployes have the talent, the industry 
or the will to fully utilize these al 
The extent to which they use they 
rests in large part upon themsely, 
Our responsibility is to make th» 
available to all who have the desire x, 
the ability to get ahead and the Cape. 
city to take full advantage of then 

“We have a single basic target, y, 
seek to develop and encourage an y, 
mosphere in which the acquisition d 
knowledge and experience is fosters; 
and encouraged at every level of ma. 
agement. As a part of this process, y; 
try to sharpen the individual qualitix 
and_ skills which all managemen 
look for in their juniors. This includ: 
creativity, flexibility, curiosity, }, 
ing well-rounded, courage, loyalty 
common sense, understanding of th 
company philosophy and the abiliy 
to look at the broad picture, as wel 
as the immediate assignments x 
hand.” 


IHOU Annual Card 
Set For St. Louis 


(CONTINUED FROM PAGE 13) 


rector Nationwide Life, moderator 
“Special Risks and Avocations,” Frank 
T. Somers, associate underwriting of 
ficer Minnesota Mutual Life; and “Un 
derwriter Training,’ John B. Ulrey, 
assistant vice-president America 
United Life. 

The second day will start with 
an ordinary case clinic to be held in 
two sections, the first moderated by 
R. S. Wagner, vice-president Unite 
Benefit Life, and the second by Wal 
lace E. Bidelman, underwriting se- 
retary Farm Bureau Life. Panelist 
from companies in both the Unite 
States and Cuba will participate. 


Debit Insurance Session 


A session on debit insurance i 
scheduled for the afternoon. Cecil B 
Carroll, vice-president and agency di- 
rector Independent L.&A., will discus 
“Life Insurance in Small Packages; 
James W. Hurt, assistant vice-pres- 
dent and claim manager Empire L.&A. 
“Underwriting Habits on Weekly Pre 
mium,” and Francis E. Kavanaugh 
assistant secretary John Hancock. 
“Comparison of Weekly Premium ant 
Monthly Debit Underwriting Proce 
dure.” A case clinic covering this typ 
of business will follow. 

The final morning will present Dr 
Archibald C. Wilson, medical directo 
Connecticut General Life, on “The In- 
vestigation and Underwriting Apprals 
al of Respiratory Conditions.” A pane 
discussion will close the convention 
Harry Cook, underwriting manage! 
Mutual Service Life; George C. Der 
ny, underwriting secretary, Berkshir 
Life; Ernest R. Ehresman, regiona 
underwriting manager, and Arthur C 
Kerin, director of selection, both 
Lincoln National Life, will discus 
various underwriting problems includ- 
ing “Accidental Life” and “Reconsider 
ation of Habits Cases.” 
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y, J. Hearing Set On VA Regulation 


(CONTINUED 


gollar amount (in whatever form such 
rovision is made, including, but with- 
out limitation to, annuities, pensions, 
social security or other contracts or 
plans providing for the payment of 
income over a period of time).” 


Individual Contracts Noted 


Here is what the proposed regula- 
tion says about balance, as respects 
individual contracts (group contracts 
gre not required to meet balance re- 
uirements): 5 Ate 
“prior to the issuance of any indivi- 
dual contract on a variable basis, the 
company must reasonably satisfy it- 
self that the total amounts being ap- 
plied to provide the prospective an- 
nuitant with income on a variable 
basis will not exceed the amount 
which would be required to purchase 
the income in predetermined dollar 
amount which such annuitant could 
reasonably expect to receive. 

“In determining such reasonably 
expectable fixed-dollar income, the 
company may consider, alone or in 
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STATEMENT REQUIRED BY THE ACT OF AUGUST 
4, 1912, AS AMENDED BY THE ACTS OF MARCH 
3, 1933 AND JULY 2, 1946 (Title 39, United States 
Code, Section 233) SHOWING THE OWNERSHIP, 
MANAGEMENT, AND CIRCULATION OF The 
National Underwriter Life Insurance Edition, published 
weekly, at Chicago, Ill., for Oct. 1, 1959. 

1, The names and addresses of the publisher, editor, 
managing editor, and business manager are: 

Publisher, The National Underwriter Co., Chicago, Il. 

Editor, R. B. Mitchell, Ridgewood, N. J. 

Managing Editor, None. 

Business Manager, R. J. O’Brien, Des Plaines, Ill. 

2. The owner is: (if owned by a corporation, its 
name and address must be stated and also immediate- 
ly thereunder the names and addresses of stockholders 
owning or holding 1 percent or more of total amount 
of stock. If not owned by a corporation, the names 
and addresses of the individual owners must b> 
siven. If owned by a partnership or other unincorpo- 
tated firm, its name and address, as well as that of 
each individual member, must be given.) 

The National Underwriter Co., Chicago, New York 
Cincinnati; John Z. Herschede and Elizabeth W. Her- 
schede, Trustees, Cincinnati, Ohio; Cartwright, Val- 
leau and Co., Chicago, Il].; H. J. Burridge, Cincinnati. 
Ohio; Levering Cartwright, Evanston, Ill.; Russell 
Cartwright, Evanston, Ill.; Ruth Cartwright, Evans- 
ton, Ill; Lessie K. Wadsworth, Highland Park, III.; 
R. E. Richman, Holland, Mich.; George W. Wads- 
Worth, Highland Park, Ill.; How & Co., Chicago, Ill. 

3. The known bondholders, mortgagees, and other 
seurity holders owning or holding 1 percent or more 
of total amount of bonds, mortgages or other securi- 
ties are: (If there are none, so state.) None. 

4. Paragraphs 2 and 3 include, in cases where the 
stockholder or security holder appears upon the books 
of the company as trustee or in any other fiduciary 
Telation, the name of the person or corporation for 
Whom such trustee is acting; also the statements in 
the two paragraphs show the affiants full knowledge 
and belief as to the circumstances and conditions 
pyrene stockholders and security holders who 
pte appear upon the books of the company as 

. hold stock and securities in a capacity other 
that that of a bona fide owner. 

5, oe pened of copies of each issue of 
@ etherwi sold or distributed, through the mails 
a se, to paid subscribers during the 12 months 
Sop @ the date shown above was: (This informa- 
teh Tequired from daily, weekly, semiweekly, and 

weekly newspapers only.) 8,629. 


R. J. O'Brien. 
Sworn to i 
September 4 subseribed before me this 29th day of 


(eal) H. E. LISTUG. 
My commission expires Sept. 3, 1961. 
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combination, any direct source, such 
as a pension, annuity, social security 
benefit or trust fund, as well as any 
indirect source, such as an asset hav- 
ing a principal amount expressed in 
fixed dollars and capable of being 
used to produce a fixed-dollar income, 
as, for example, bonds, mortgages or 
life insurance policies. 


Must Include Questions 


“For such purpose, every applica- 
tion form for an individual contract 
on a variable basis shall contain a 
specific question as to any provision 
previously made by the prospective 
annuitant for income on a variable 
basis and such additional questions as 
to sources from which the prospective 
annuitant could reasonably expect to 
derive income in predetermined dollar 
amount as may be necessary to ac- 
complish the attainment of appropri- 
ate balance as outlined above. 

“The information developed in re- 
sponse to such questions shall be the 
subject of underwriting consideration 
in establishing eligibility for coverage 
before the issuance of any such con- 
tract on a variable basis. A copy of the 
application shall be attached to the 
contract when issued and delivered to 
the prospective annuitant.” 

The proposed regulation has this to 


Full Committee List 
Of NAIC Is Announced 


(CONTINUED FROM PAGE 10) 
Thacher, New York, vice-chairman. 

Subcommittee on organization, 
ownership and certification of insur- 
ance companies: Edmon L. Rinehart, 
Alabama, chairman. 

Subcommittee to study and review 
state insurance laws: C. Judson Pear- 
son, West Virginia, chairman. 

Subcommittee to study and review 
the principle of extra-territoriality as 
applied to state laws and their appli- 
cation to the regulation of insurance: 
Francis R. Smith, Pennsylvania, chair- 
man. 

Life insurance committee: C. Law- 
rence Leggett, Missouri, chairman; 
Premo, Connecticut, vice-chairman. 

Subcommittee on variable annuities 
and pension plan funding: Joseph S. 
Gerber, Illinois, chairman. 

Subcommittee to study use and ap- 
plication of minimum group life in- 
surance rates under state law: Francis 
R. Smith, Pennsylvania, chairman. 

Subcommittee to study anti-twisting 
laws and problems pertaining to de- 
ceptive sales presentation of special 
forms of policies: Joseph S. Gerber, 
Illinois, chairman. 

Subcommittee on industrial mortali- 
ty table study: Thomas Thacher, New 
York, chairman. 

Non-profit hospital and medical 
service associations of similar organi- 
zations committee: Francis R. Smith, 
Pennsylvania, chairman; Hunt, Okla- 
homa, vice-chairman. 

Subcommittee on the problems of 
reimbursement formula between hos- 
pitals and service associations: F. 
Douglass Sears, Maryland, chairman. 

Subcommittee to study greater 
standardization of Blue Cross and 
Blue’ Shield regulation: Thomas 
Thacher, New York, chairman. 

Valuation of securities committee: 





William A. Sullivan, Washington, 
chairman; Grubbs, Nebraska, vice- 
chairman. 


Subcommittee on valuation of se- 
curities: Thomas Thacher, New York, 
chairman; Grubbs, Nebraska, vice- 
chairman. 


say about illustrations of benefits! 

“Because the above cited act (chap- 
ter 122) providing a comprehensive 
statutory framework under which the 
issuance and sale of contracts on a 
variable basis by foreign and domestic 
life insurance companies are to be 
regulated in this state, and chapter 
123, laws 1929, authorizing the estab- 
lishment of variable contract accounts 
by domestic life companies have so 
recently been approved and because 
no company is presently issuing con- 
tracts on a variable basis in New Jer- 
sey and any life insurance company 
hereafter initially authorized to do so 
by this department would have no 
significant or reliable investment ex- 
perience relative to such contracts, 
until further regulations are promul- 
gated by this department no life com- 
pany authorized to issue such contracts 
on a variable basis in this state shall 
employ any illustration of benefits 
payable under any contract on a vari- 
able basis which involves or relies on 
past investment experience.” 

When To Dump Securities 

The regulation would require com- 
panies to handle in the following man- 
ner those securities which turn out to 
be unable to meet statutory require- 
ments: 

“Semi-annually each company or- 
ganized under the laws of this state 
and authorized to issue contracts on a 
variable basis shall determine whether 
the investments held in its variable 
contract account meet the applicable 
statutory standards for new invest- 
ments, without regard to the provi- 
sions of chapter 185, laws 155, section 
17:24 (g) New Jersey statutes. Written 
notification shall be given immediately 
to the commissioner of any investment 
which fails to satisfy such standards. 
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“Thereafter the company shall, be- 
fore the time for the next semi-annual 
notification, dispose of said invest- 
ment, unless it determines in good 
faith that the interests of the contract- 
holders will suffer materially by a 
forced sale of such: investment and 
procures from the commissioner a 
certificate evidencing his concurrence, 
in which event the time for the sale 
may be extended from time to time to 
such time as the commissioner directs. 


Foreign Companies’ Situation 


“Semi-annually every foreign life 
insurance company authorized to issue 
contracts on a variable basis in this 
state shall determine whether any 
investment of its variable contract 
account, or similar investment account 
maintained for the same purpose, fails 
to satisfy the applicable statutory 
standards for new investments im- 
posed by the laws of its state of 
incorporation or consists of the stock 
of any company of a class on which 
dividends have not been paid during 
each of the past five years preceding 
the date of determination or of bonds 
or other evidences of indebtedness 
which are in default as to principal or 
interest on such date. Written notifi- 
cation shall be given immediately to 
the commissioner of any such invest- 
ment.” 


Has Separability Clause 


Like the law, the regulation contains 
a separability provision, so that “if 
any provision of the regulation or the 
application thereof to any person or 
circumstance is held invalid, the re- 
mainder of the regulation and: the 
application of such provision to other 
persons or circumstances shall not be 
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affected thereby.” 
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What Discerning Life Companies 


Look For In A Reinsurer 


There is no single reason why our clients have chosen North American Re. 
Many of them appreciate that we are in the business of reinsurance 
excluswvely. Many cite advantages to them of our head office location 

in New York City, even as others rely heavily on the services of our 
strategically situated regional offices. All like the custom-crafted approach 
our expert stafl brings to their sales, underwriting, administration and 
other problems, and the fact that our top consultants are called upon when 
our clients’ problems warrant it. Then there’s the variety of contracts and 
pooling arrangements available which give ceding companies real flexibility 


in their underwriting. 


Whatever their reasons for reinsuring with North American Re, our 
hundreds of life company clients, large and small, have made this the 
largest exclusive reinsurer of life, accident and sickness, and group 
insurance. Whatever reasons for your company reinsuring with North 
American Re, we invite you to consult the office indicated below 
that is most convenient to you. 


NORTH AMERICAN 
REASSURANCE COMPANY 
161 East 42nd Street, New York 17, New York 


Regional Offices 
230 North Michigan Ave., Chicago 1, Ill. 
1509 Main Street, Dallas 1, Texas 
400 Montgomery St., San Francisco 4, Calif. 





Reinsurance Exclusively 
LIFE - ACCIDENT & SICKNESS - GROUP 
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